aa ' 


| produced a million 
in a strange community 


March 1, 1952 


Mr. R. A. Harrison, Regional Manager 
2200 16th Street 
Sacramento, California 


Dear Dick: 


Today, I am in receipt of a letter from the Chairman 
of the 1952 Million Dollar Round Table, asking me to 
have letter of certification sent in so my membership 
in this select group can be processed. As you have 
advised me that my business was in excess of a 
million dollars, I wish you would have the Company 
forward the certification papers. 

I want to tell you how happy my association with 
you and the friendly Franklin has been in the past 
four years. I recall our initial visit in 1947, when you 
outlined the potentialities of the Franklin Life to me. 
I was amazed at the possibilities that you presented 
and admit, for a while, was confused as to whether 
or not I should embark on an insurance career or 
complete my law studies, I am glad now that I made 
the decision to go with Franklin. 

The magic of our exclusive plans appeals to the 
imagination of the public just as you said it would. 
I have been more than pleased with the cooperation 
of the Home Office staff, and by the inspiration of 
our dynamic president, Chas. E, Becker. It seems 
unbelievable that I could leave a community of hun- 
dreds of friends and move into a new territory where 
I was unknown and yet attain production of a 
million dollars in my first full year there. 

If you know of any man who is doubtful as to what 
course he should pursue, I wish you would tell him 
about my friendly and successful relations with you 
and the Franklin Life. 


Most sincerely, 


/s/ Ervin E, Stein 
EES :br 


FheNATIONAL, 
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Lige InrAurance Edition 


ERVIN E. STEIN 


1951 completed Ervin 
Stein’s fourth full year 
with the friendly Franklin. 
In January 1951 he 
transferred the field of his 
operations to Sacramento 
where he was a total 
stranger. And in his 

first year there he earned 
membership in the 
Million Dollar 

Round Table. 

Here is the record 

of his Franklin 

cash earnings: 

- « $ 8,635.11 

7,046.23 

15,070.70 

21,757.04 


An agent cannot long travel at a faster gait than the company he represents. 


Lhe Friendly 
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CHAS. E. BECKER, PRESIDENT 


SPRINGFIELD, ILLINOIS 


DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 
Over A Billion Dollars Of Jusurance Ju Force 
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Fifty-Eishth Year of 
Dependable Service 


* The State Life Insurance Com- 
pany has paid $178,000,000_ to 
Policyowners and Beneficiaries 
since organization September 5, 
1894... The Company also holds 
over $78,000,000 in Assets for 
their benefit . . . Policies in force 
number 102,000 and Insurance in 
force is over $215,000,000 . . . The 
State Life offers splendid agency 
opportunities — with liberal con- 
tract, and up-to-date training and 
service facilities 
ified. 


for those qual- 
w * * 


THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 
® 


MUTUAL LEGAL RESERVE FOUNDED 1894 








Little Known Facts about Insurance Men* . 


What they mean 
to the 
PETROLEUM 
INDUSTRY 









Ghrift 


Corveritene | GUILFORD DUDLEY, Jr. 
PRESIDENT 


@ It is estimated that the life in- 
surance agents in the United 
States consume an average of 
4,282,666 gallons of gasoline 
per week at a cost well in ex- 
cess of a million dollars per 
week .. . and this does not in- 
clude the tremendous quantity of 
motor oil and lubricating greases 
which are being consumed at the 
same time. 


Add to this the vast quantities 
of fuel oil and the usual house- 
hold lubricants consumed by 
America’s life insurance agents 
and we find that the life insur- 
ance agent is a mighty good 
customer of America’s thriving 
petroleum industry. 


Yes, anyway you look at it, 
the life insurance agent is a 
pretty important man in every 
American community. 

*SOURCES: U. S. Bureau of the Census 
and U. S. Department of Commerce. 
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Face value of the average of all policies placed in force by 
UNITED LIFE in 1951 was $8,293.00, and in 1950 
UNITED LIFE was in sixth position among the Nation's 
more than 500 life insurance companies with an average 
policy of $7,846.00. 

The scope and added benefits of every UNITED LIFE 
policy provide underwriter and policyholder alike with an 
unusual opportunity. 


For particulars write to WM. D. HALLER, 
Vice President and Agency Manager 


UNITED: 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


e 
Concord, New Hampshire 
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NORTH 
AMERICAN 
REASSURANCE 
COMPANY 


ACCIDENT & HEALTH 
REINSURANCE EXCLUSIVELY 


e@ 
J. HOWARD ODEN, 
110 EAST 42nd STREET 
NEW YORK 17, N. Y. 
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Anderson Signals 
New England Entry 
into Group Field 


Will Market Annuities, 
but Not Casualty 
When Staff Is Built 


New England Mutual Life will enter 
the group life and group annuity fields 
as soon as an organization has been 
built to handle this business, President 
O. Kelley Anderson declared at a meet- 
ing of the General Agents and Leaders 
Assn. at Boca Raton, Fla. 

Mr. Anderson said that in the group 
life field, the company will issue group 
term and group paid-up insurance, while 
in group annuity, field unit purchase 
plans, without refund or with modified 
cash refund, will be written. Corre- 
sponding money purchase forms will 
also be issued. In addition, deposit 
administration and pension administra- 
tion contracts will also be written. 

Mr. Anderson stated that the com- 
pany does not plan at present to enter 
group casualty or group permanent 
lines. 


Wagner Named President 


In other developments at the meet- 
ing, William B. Wagner, Harrisburg, 
was named president; E. Clare Weber, 
Cleveland, vice-president, and James C. 
Nute, Manchester, N. H., secretary- 
treasurer of the general agents associa- 
tion. Mr. Wagner succeeds Rolla R. 
Hays, Los Angeles. 

At an early session of the meetings, 
Mr. Anderson spoke on ‘1951—Another 
Record Year’; Vice-president George 
L. Hunt surveyed coming business 
trends, and Vice-president Walter Teb- 
betts discussed the trend toward group 
insurance. Other talks were given by 
John L. Stearns, vice-president and 
actuary, and Lambert M. Huppeler, 
New York City. 

Panels on “Long Range Manage- 
ment Planning,” and “Recruiting and 
Selection,” highlighted the third day 
of the meeting. William B. Hays, Bos- 
ton, led the management panel. Par- 
ticipating were Archie B. Carroll, Jr., 
Charlotte, N. C.; David S. Kamp, San 
Francisco; Fraser E. Pomeroy, Detroit, 
and Mr. Weber. 

J. Hicks Baldwin, Washington, D. C.; 
C. Vernon Bowes, Newark; Charles F. 
Collins, second vice-president and agen- 
cy secretary; Pendleton A. Miller, To- 
peka, and Merton E. Sayles, assistant 
superintendent of agenices, composed 
the recruiting panel. William C. Gentry, 
associate director of agencies, mod- 
erated. 


Schedules Activities 


Speakers on the final day were Mr. 
Wagner, who outlined aims of the gen- 
eral agents’ association for the coming 
year; Merle Summers, Boston; E. Rob- 
ert McLellan, director of agency 
finances, and Alson R. Kemp, Chat- 
tanooga. Mr. Hays was chairman for 
the day. 

Sites and dates for the company’s 
Seven regional meetings to be held this 
fall were announced as follows: Bretton 
Woods, N. H., Sept. 14-17; Lake George, 
N. Y., Sept. 21-24; Three Lakes, Wis., 


Oct. 1-4; White Sulphur Springs, 
W. Va., Oct. 8-11; Yosemite, Cal., 
Oct. 19-22; Excelsior Springs, Mo., 


Oct. 26-29, and Biloxi, Miss., Nov. 2-5. 
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Thorough Size-Up Is First Earls Says Some 
Step in New 213 Strategy General Agents Fear 


Full Appraisal of All 
Angles Believed Vital 
to Assuring ‘53 Success 


NEW YORK —The feeling among 
company strategists interested in getting 
the right kind of expense limitation re- 
vision next year is that ample time 
should be devoted to exploring all angles 
bearing on the subject before deciding 
on a plan of action. One avenue for 
reconnaissance will be finding out more 
exactly why things happened the way 
they did in connection with this year’s 
stalemate. 

It is generally believed that with the 
progress that has been made there are 
no insuperable obstacles in the way of 
evolving a bill that will be satisfactory 
to the companies, the agents and the 
department, but that time will be saved 
in the long run if a course is charted 
in advance that will avoid all possible 
shoals. 


One Big Point of Division 


As between the companies and the 
agents on the one hand and the depart- 
ment on the other, a big question appears 
to be the principle of separation of limits 
on agents’ compensation rates from 
other limits. Once a basis is found 
that is satisfactory to all hands, it is 
believed that many other questions will 
more or less settle themselves. 

One question still to be settled is 
whether it would be wise to try to get 
expense limitation legislation enacted 
that would leave penalty and uniform 
allocation legislation to other parts of 
the law. These were the most direct 
points of collision between the com- 
panies and the department. One view- 
point among the companies is that uni- 
form allocation could better be taken 
care of on the regular company exam- 
inations and that this would now be 
taking care of it except that New York 
does not go into zone examinations of 
non-New York companies with anything 
like the thoroughness with which it 
scrutinizes domestic companies. 


Results in Unequal Competition 


This has tended to make for unequal 
competition among smaller general 
agency companies, as the domestic com- 
panies are barred from practices in 
connection with expense vouchers for 
general agencies that no one questions 
as regards out-of-state insurers. 

By insisting on uniform allocation it 
is said the New York department would 
be putting all companies in a strait- 
jacket and attempting to do by statute 
at great inconvenience to the com- 
panies what it could better do without 
inconvenience to them by the exam- 
ination method. The point is made that 
the examination method shows whether 
the results are correct rather than being 
preoccupied with prescribed procedure. 





Retaliation Is OK 


PITTSBURG H—Pennsylvania’s 
reciprocity clause in the 2% premium 
tax has been upheld by the state su- 
preme court here. 

The appeal was taken by Fireman’s 
Fund of California, which state has a 
2%4% levy on out-of-state companies. 
The company attacked the reciprocal 
clause that required it to pay 244% on 
its Pennsylvania business. 

In ruling the reciprocal feature to be 
constitutional, the supreme court up- 
held the Dauphin county court which 
had ruled in favor of the tax law. 


Woodson of NALU Believes 
Much Progress Made 
Despite Stalemate 


NEW YORK—Asked his opinion on 
the prospects for getting a satisfactory 
revision of the New York expense 
limitation law next year, B. N. Wood- 
son, managing director of N.A-L.U., 
said ‘he felt much progress had been 
made despite the stalemate in the 1952 
legislative session. 

“First and foremost,” he said, “after 
10 years of work on compensation and 
three years of negotiations, we finally 
arrived at a meeting of the minds with 
the companies and we are presumably 
in a position to stand together before 
the New York legislature in stating 
our position. We consider that a monu- 
mental piece of progress. 
Unsatisfactory Legislation Defeated 


“Second, although our own legislative 
proposals never got away from the 
starting gate, we were successful in de- 
feating legislation that would have been 
very unsatisfactory to N.A.L.U., which 
would have provided only inconsequen- 
tial improvement in the agent’s situation 
and introduced certain entirely new ob- 
jectionable features that in our view 
would have more than offset any slight 
liberalizations. These changes carried 
with them the hazard that, as a practical 
matter, they would have closed the door 
to really adequate legislation for some 
years to come. 

“We found them objectionable not 
only as life insurance men but as citizens, 
because we opposed the principle of hav- 
ing legislation of major importance and 
national application introduced and its 
passage attempted without benefit of 
public hearings and without having been 
opened to comments and criticism of 
those directly affected. 

“Third, any fight which serves to 
sharpen the objectives and clarify the 
aims of those who are fighting together, 
any fight which serves to galvanize into 
action many men from many fronts and 
of many different points of view and 
purposes into united action for the 
greatest good of the greatest number 
is a successful fight even though it ended 
momentarily in defeat.” 

Mr. Woodson expressed the belief 
that “we are closer to our goal than 
any time heretofore,’ the goal being 
“the repeal of the complex, archaic, un- 
balanced and unjust section 213 and 
the substitution therefor of a modern 
and enlightened expense limitation law.” 





LATE NEWS 





Joe Woodward, former vice-president 
and agency director of Southland Life, 
has been elected agency vice-president 
of Volunteer State Life. 

WSB has amended its health and 
welfare regulation 19 to eliminate filing 
of petitions by employers paying part 
or all the premium of standard pre- 
payment hospital, surgical and in-hos- 
pital medical expense benefits, where 
such plans are amended and approved 
unanimously by the board’s health and 
welfare committee. 

Life insurance representatives will 
oppose a proposal that securities placed 
with life companies and company loans 
be registered with the securities ex- 
change commission at public hearings 
May 5-6, before the Heller subcommit- 
tee of the House committee on inter- 
state and foreign commerce. 


M.D.R.T. Producers 


Mutual Benefit Agency 
Heads in Florida 
Illuminate Problems 


William T. Earls of Cincinnati told 
those attending the annual meeting of 
the general agents of Mutual Benefit 
Life at Belleair, Fla., that there are a 
number of general agents who don’t 
want to have big producers in their 
feel 


agencies. Some general agents 
there are too many “headaches” in- 
volved. In other cases the general 


agent’s own pride makes competition 
from a strong agent unbearable. Other 
agency heads have the idea that a mil- 
lion dollar producer is unprofitable. Mr. 
Earls suggested first that the general 
agent become a million dollar producer 
himself before attempting to motivate 
agents to qualify for M.D.R.T. mem- 
bership. From his own experience he 
recommended, “for one year quit civic 
and life insurance organization activi- 
ties. Then hire an able supervisor, tell 
your organization of your ambitions and 
plan the goal of being a 1/12th of a mil- 
lion dollar producer in one month. Then 
tackle the second month, then the 
third, etc.” He said that “if you can do 
that million dollars of personal produc- 
tion you will be able to afford, seek out, 
hire and finance out of income and not 
out of borrowed money, outstanding 
agency prospects.” 

Mr. Earls said that of course the gen- 

eral agent must first have material and 
that such material cannot be recruited 
on a $200 a month drawing account. 
The next step is for the general agent 
to recognize a potential M.D.R.T. mem- 
ber and after the prospective million 
dollar producer is started on his way, 
the general agent must “check with him 
each month, ride him, needle him, praise 
him, build him up and make the job 
easy.” 
Mr. Earls told his hearers, “set your- 
self the goal of a $1 million dollar 
producer in 1952, even if the producer is 
you, and the overall effect on your 
agency organization will be highly stim- 
ulating, because the first million dollar 
producer you motivate will be the most 
satisfying experience in your manage- 
ment career. 


How to Train New Men 


Another focal speech was that by 
John A. Erskine, who described how his 
agency at Pittsburgh has had remark- 
able success in qualifying men for the 
honor group of first-year agents, the 
Squab Club. Mr. Erskine’s organization 
gets the men out into the field the very 
first day. The general agent or super- 
visor makes the first presentation. The 
agent makes the next presentation and 
they alternate thereafter on one day a 
week for the first 13 weeks.’ Mr. Er- 
skine said that “one thing we keep harp- 
ing about is to get one piece of business 
each week as a minimum.” 

Thomas G. Murrell of Los Angeles 
and San Francisco reported that the 
cost of supervision decreases when 
training and_ rehearsal follow a pattern. 
The pattern enables the supervisors to 
measure similar units of effort of men 
under their supervision and includes the 
answer to each recurring phase of sell- 
ing, he said. A pattern makes main- 

(CONTINUED ON PAGE 9) 
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Companies Urge Freedom to 
Develop Catastrophe Medical 


A spirited plea for freedom of action 
in the development of catastrophe medi- 
cal insurance was voiced by the industry 
representatives attending the A. & H. 
meeting of zone 4 rating organization 
at Chicago last week. Speaking in oppo- 
sition to the continuance of the Minne- 
sota ruling on catastrophe medical, or 
its extension into any other state, Albert 
Pike of Life Insurance Assn. of America, 
Joseph F. Follmann, Bureau of A. & H. 
Underwriters, and C. O. Pauley, H. & A. 
Underwriters Conference, stressed that 
restrictions on this experiment, which 
they characterized as a sincere attempt 
by the companies to go into a field 
where they believe insurance is needed, 
may be a death blow. The companies 
are not convinced themselves that catas- 
trophe insurance will ever produce a 
profit, and some companies are opposed 


to writing this form of insurance, be- 
cause they think it is too broad, they 
said, adding that restrictions of any 


kind at this time cannot be based on 
any more than a guess. 

L. T. Coddington of Illinois, secretary 
of the zone 4 raters group, presided at 
this session in the absence of Jack 
Wickstrom of Michigan, who had to 
leave town early in the morning to have 
a painful tooth looked after by his own 
dentist at East Lansing. There were 
seven department men on hand from 
Minnesota, Iowa, Illinois and Wiscon- 
sin, and 12 company people attending, 
including Blue Cross representatives 
from Michigan, Wisconsin and Illinois. 


Dislike Two Provisions 


The Minnesota ruling to which objec- 


tion is taken by the company people 
provides, among other things, in the 
case of a deductible in a catastrophe 


policy, the company may not prevent 
the insured from covering the deductible 
with other insurance, and holds that the 
insured must be given 24 months in 
which to develop a claim, thus making 
the companies liable for payment two 
years after policy expiration, provided 
that the claim was inaugurated prior to 
expiration of the contract. 

It developed that the organization 
representatives were not so _ forcibly 
opposed to the provisions themselves as 
they were to the installation at this time 
of any regulation over this form of cov- 
erage. Mr. Pike, making the initial 
remarks said, “There is a question 
whether we don’t have our necks way 
out on this major medical business.” He 
added there is no agreement with the 
doctors, and already there is evidence 
that doctors are overcharging, thus help- 
ing their patients with the coinsurance, 
and contributing to an unnecessarily 
high loss ratio. There is a lot of double 
insurance, Mr. Pike said. The group 
catastrophe plans may be supplemented 
with a basic group contract that might 
even provide coverage in excess of the 
deductible. 


In Guess Work Stage 


Mr. Follmann stressed that this is a 
completely new type of coverage. Lib- 
erty Mutual, which pioneered in this 
line, he said, with every sale makes it 
clear that this is an experiment. The 
employer is told that more premium 
may or may not be needed. No two 
companies are writing the coverage the 
same and everything is guesswork. 

Mr. Pauley noted that the govern- 
ment argument for coming into the 
A. & H. business is based on catastrophe 
cases. The N.A.I.C. A. & H. committee 
agreed two years ago, he declared, to 
keep “hands off” in this line and allow 
some experimentation. A lot of latitude 
is needed, since this is a vital field from 
the government encroachment §stand- 
point. “How can the commissioner know 
what regulation is needed?” he asked, 
suggesting that the department wait for 
inequities to appear and then look into 
the matter of setting up rules. 


At present, only a few of the most 
reputable companies are engaged in this 
line, Mr. Pauley pointed out. At the 
same time these companies must avoid 
showing a bad loss on their experiment 
or management will lose interest. 

J. P. Koleski of the Minnesota depart- 
ment was adamant in wishing to con- 
tinue the rulings. He said that several 
of the policies submitted were inequi- 
table. Unless some regulation were 
imposed and some minimum standards 
met, he said the coverage would work 
a hardship on the insured. Mentioning 
the deductible feature, he commented 
that a policy with, for example, a $500 
deductible, would actually have a $1,000 
deductible if the insured bought another 
policy providing $500 of coverage. The 
company would still require an out-of- 
pocket $500 deductible. This was not 
apparent in reading the contract, Mr. 
Koleski added, but he said the company 
agreed with his interpretation. This was 
not the reading the Wisconsin and IIli- 
nois departments had put on the policy, 
and the representatives from those states 
said they were going to look into the 
coverage more closely. 

As to the length of payment for bene- 
fits at termination, Mr. Koleski said 
he wrote to all the companies filing in 
Minnesota, asking what they would 
suggest. No company would hazard an 
answer, he said, and Messrs. Follmann 
and Pike immediately responded that 
this was only natural, since no one 
knows what should be done. There is no 
experience as yet to use as a gauge. 

Asked how rates for this form were 
developed, Mr. Pike mentionéd the test 
run that Prudential made on its own 
employes. He said that generally the 


rates are “pretty much a stab in the 
dark,” and commented that if he were 
a company actuary he would tell his 
company they would be foolish to write 
this kind of insurance, but if some com- 
panies will write it, they should be 
encouraged, he declared. 

The meeting opened with a discussion 
on terminal maternity benefits in which 
the Blue Cross people are actively in- 
terested. 

This issue arises from rulings in 
Minnesota and Michigan which are 
similar in that they require an insurer 
terminating a group case to pay ma- 
ternity claims for nine months following 
termination. In Minnesota this does not 
apply to Blue Cross when it leaves the 
case, since Blue Cross is not under state 
regulation. 


Blue Cross Against Ruling 


The Blue Cross people don’t like this 
rule, and the company people for the 
most part favor it. There was agreement 
that something needs to be done to clear 
up this situation. Although there are not 
very many complaints to the depart- 
ment, they come in regularly. 

There was an animated discussion of 
this subject, the Blue Cross maintaining 
that their reserve system is different 
from that of the companies. Thev favor 
the new insurer taking over maternity 
immediately, and provision to allow this 
is made in the Michigan rule. 

Companies stuck with terminal ma- 
ternity benefits are inclined after a few 
months have passed to delay payment of 
claims and try to deny liability wherever 
possible. This creates bad feeling and 
confusion: among many group policy- 
holders, the Blue Cross men said. 

H. G. Pearce of Michigan Hospital 
Service led the Blue Cross arguments. 

Among the others attending the meet- 
ing were Robert Rydman of the con- 
Casualty and W. G. Manzelmann of 

(CONTINUED ON PAGE 9) 


<The 
COMMONWEALTH 


Commentary 


The Doorway to Security 


What happened to the Savings Dollar? \Where 
did it go? Taxes and inflated living costs swallow 
so many dollars that few are left to save. 


More and more people are finding that life insur- 
ance is their only doorway to security, and daily 
more people are joining the family of Common- 


wealth policyowners. 


At the close of 1951 this family had increased con- 
siderably—nearly a million policies were then in 
force and this figure is growing rapidly. 


Backed by their Company’s record of safety Com- 
monwealth Careermen are every day helping 
families from the Great Lakes to the Gulf enter 
Commonwealth’s Doorway to Security. 


INSURANCE IN FORCE, March 1, 1952 — $547,131,092 


COMMONWEALTH 
Life Jusurance Company 


HOME OFFICE ¢ COUISVILLE, KY. 





Hancock Looks 
Ahead After 90 Years 


Addressing the district agency mem- 
bers of the President’s Club of John 
Hancock who met at White Sulphur 
Springs, W. Va., President Paul F 
Clark said his company is not over- 
weighted with tradition because the 
management looks forward. He traced 
the history of the company, which js 
celebrating its 90th anniversary, and 
said that the three principal elements of 
the operation have been stewardship, 
service and growth. 

Mr. Clark told how the first official 
act of President Stephen Rhodes in 
1879 was establishing | a weekly pre- 
mium plan which was “a concrete dem- 
onstration of the company’s fixed objec- 
tive of offering life insurance protection 
to all who needed it.” He told how in 
1901 weekly premium agents began writ- 
ing ordinary and by 1951 John Hancock 
district agents issued more than $372,- 
000,000 paid-for regular ordinary life 
insurance. The company introduced 
monthly debit ordinary in 1936. In 1940 
John Hancock assets crossed the billion 
dollar line. 

There has been an average of $3,- 
600,000 of life insurance sold every day 
for the first 90 days of the 90th anni- 
versary year of the company reported 
Vice-president O. E. Anderson. This 
volume exceeded all previous records of 
the’ district agency department. Mr. 
Anderson presented Mr. Clark a bound 
volume containing the signatures of the 
field force as well as the production rec- 
ord by districts for the first 90 days, 


Details of HOLUA 


Program Announced 


The program for the opening session 
of the annual meeting of Home Office 
Life Underwriters Assn. at Hotel Stat- 
ler, New York, April 21, with Andrew 
C. Webster, Mutual Life, as chairman, 
includes Mr. Webster’s presidential ad- 
dress and a talk by William H. Dallas, 
Aetna Life. That afternoon, with Mar- 
shall L. Cleaves, Home Life, as chair- 
man, James T. Phillips, New York Life, 
will speak on non-medical insurance and 
Wesley S. Bagby, Pacific Mutual, on 
underwriting of A. & H. insurance. 

The second morning, with J. C. Archi- 
bald, Bankers Life of Iowa, as chair- 
man, will be devoted to an informal 
discussion of various aspects of war 
problems, pension trusts, substandard 
extras, aviation and underwriting 
routines. 

The morning session April 23 will be 
in charge of the occupational committee, 
with C. C. Payson, Connecticut General, 
as chairman, when Reuel Stratton, 
Travelers, will bring the members up 
to date on the atomic energy commission 
installations, old and new. 


Industry Seminar Scheduled 


Mr. Stratton also will be moderator 
of an industry seminar at which Morris 
Pitler, Mutual Life, will discuss gov- 
ernment law enforcement agencies and 
Royal Canadian Mounted Police; E. C. 
Carlson, Massachusetts Mutual, stone 
quarrying and mill work, and Paul 
Shea, Penn Mutual, the steel industry. 
Robert Mueller, assistant general man- 
ager Monsanto Chemical Co., will give 
a 1952 report on “John Plastics” as a 
life insurance prospect. 

The industrial underwriting session 
will be held that afternoon with Homer 
A. Gilbert, Prudential, as chairman. 
Frank O’Hara, Home Life of Arkansas, 
will speak on claim experiences and 
their effect on underwriting and there 
will be an informal discussion of declina- 
tions of industrial applications, efforts 
to improve infant mortality and prin- 
ciples involved in underwriting indus- 
trial applications in various categories. 


Great-West Life has appointed Robert 
W. Stivers group supervisor at Cincin- 
nati. 
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LAA Eastern 


Round Table 


Offers Fare for All Needs 


By ROBERT B. MITCHELL 


NEW YORK—Go out and do some 
joint work with agents, B. N. Woodson, 
managing director of National Assn. 
of Life Underwriters, urged advertising 
men at the Eastern Round Table of 
Life Advertisers’ Assn. 

One of the fundamental factors that 
enables the advertising man to do his 
best is having the feel and the knowl- 
edge of the agent’s job, said Mr. Wood- 
son. He urged this joint work plan 
even if the advertising man has already 
had field experience. If the company 
writes industrial, the advertising man 
should go out on a number of the debits, 
he said. 


Life Insurance Man First 


“Y’'d hope you would think of your- 
self not as an advertising and public 
relations man who happens to be in the 
life insurance business but rather as a 
life insurance man engaged in the ad- 
vertising end of your company’s work,” 
said Mr. Woodson. 

The advertising man, in his house 
organ, should supplement what the 
trade press does in interpretation of 
events and trends by explaining them to 
the company’s own personnel. Besides 
that, there is information that will help 
sales that can be passed along. 

In advertising to the _ institutional 
audience Mr. Woodson urged “ad” men 
to “sell over and over again the im- 
portance of the agent.” As for adver- 
tising to the general public, he said 
for the first time in 20 years the life in- 
surance salesman is fundamentally chal- 
lenged, because of inflation. Advertising, 
he said, should stress having enough 
future dollars before worrying about 
how much they will be worth. The thing 
to do, he said, is to emphasize life in- 
surance as insurance on the time neces- 
sary to accumulate future earnings. 

Mr. Woodson spoke at the luncheon 
which wound up the two-day meeting. 
Other speakers were Paul Troth, New 
York Life, who had charge of the final 
day’s program, and Harvey Kesmodel, 
Jr, Sun Life of Baltimore, chairman of 
this year’s round table. 

More than 100 attended the sessions, 
which were extremely well planned. 
The program drew much favorable com- 
ment for having provided not only a 
wealth of material but for being so 
set up as to offer something for every- 
one, whether experienced or novice and 
whether from large companies or small. 

At the opening luncheon, L.A.A.’s 
president, A. L. Cawthorn-Page of 
Metropolitan’s Canadian head_ office, 
spoke. R. ‘C. Berger, Connecticut Mutual, 
reviewed the L.A.A. bookshelf designed 
to provide material on life insurance, 
graphic arts, and allied fields. J. V. 
Leary, Metropolitan, and . Cor- 
coran, Equitable Society, reviewed the 
editorial and sales promotion work- 
shops held last December. 


PANEL DISCUSSIONS 


M. S. Crockford, Excelsior Life, ran 
a panel on the life advertiser and his 
job. J. J. Hopkins, Home Life of Phila- 
delphia, and R. W. Wildey, Continental 
American, speaking from the smaller- 
company viewpoint, said that in such a 
company the advertising man has a 
wider range of experience and develop- 
ment of a greater number of skills and 
closer contact with the public, field and 
top management problems. J. R. Morris, 
Business Men’s Assurance, advised (1) 
show how more aggressive advertising 
can help sales and prospecting; (2) get 
companies to understand that the field 
man’s reputation, no matter how ex- 
cellent, isn’t enough to interpret the 
company to the public; (3) keep alert 
for new techniques to apply to the first 
two projects. The fourth member of this 








panel was H. A. Richmond, Metro- 
politan. 

B. M. Langhenry, Acacia Mutual, had 
charge of the problem clinic. Members 
went from table to table getting ex- 
pert opinions on questions vital to their 
work. Those in charge of tables were 
Henry Gasser, Prudential, cost savings 
in preparation, production and distribu- 
tion of promotional advertising ma- 
terial; C. A. Follansbee, John Hancock, 
agents’ magazines; Joseph Hoffman, 
Prudential, group insurance promotion; 
Evelyn Shuler, Penn Mutual, Colin 
Simpkin, Travelers, and R. V. Vernet, 
Mutual Life, public relations—press, 
intra-company, and general; S. Alberta 
Stutsman, Massachusetts Mutual, di- 
rect mail. 

The second day featured six round 
tables. W. N. Bowden, Crown Life, con- 
ducted the one on annual reports. This 
produced a wide range of ideas, as some 
companies keep their reports very 
simple and others publish an elaborate 
brochure and make extensive use of 
design, color, art work and photography. 
Some companies attempt to measure 
the readership and effectiveness of the 
annual reports on the audience that 
they try to reach. 

Norman L. Klages, Reliance, ran the 
production problem round table. He 
used a chart which showed a breakdown 
of major production problems. 

Margaret Divver, John Hancock, 
dealt largely with how much service 
companies require from their advertis- 
ing agencies. Some companies operate 
with a skeleton force and assign most 
of their writing jobs and all of their 
art work to the agency. Others main- 
tain an extensive copy department and 
an elaborate art shop and do most of 


their own work, the agency’s job be- 
ing primarily one of handling the finish- 
ed job of placing the advertising in 
various media. 

L. Russell Blanchard, Paul Revere 
Life, conducted the A. & H. round table. 
It was brought out that the technique of 
promoting A. & H. is not standard- 
ized and there is still a wide open field 
for creative ideas. 

Seneca M. Gamble, Massachusetts 
Mutual, headed the trade press roun 
table. To encourage complete freedom 
of discussion, it was announced at the 
outset that this round table would be 
off the record. 

Arthur F. Sisson, State Mutual, head- 
ed the round table on promoting broker- 
age business. It was brought out that 
the advertising man can help the gen- 
eral agent to recruit more brokers and 
secondly can help brokers already li- 
censed to write more life insurance. 
This field is a challenging one for the 
advertising man, as he is dealing in 
large sales potentials when he gets 
through to the brokerage market. 





Old Age and Retirement 
Study Proposed in Congress 


W ASHINGTON—Establishment of a 
bi-partisan commission to study old-age 
and retirement benefits is proposed in a 
bill introduced by Reps. Morris and Van 
Zandt. The commission would be com- 
posed of 12 members, four appointed by 
the President and four each by the house 
speaker and senate president, half of 
each group being named from private 
life. 

It would be authorized to study and 
investigate the various programs, both 
public and private, for retirement bene- 
fits, annuities, pensions and other forms 
of financial assistance for the aged. The 
commission would report at the second 
session of the next congress. A $50,000 
appropriation is requested for its ex- 
penses. 








Rapids :— 


amount of effort. 


step.” 








The Road Map 


Jack C. Krause, District Manager at Lansing for the 
Penn Mutual’s William H. Nicholls, Jr., Agency, Grand 


“Some years ago I awakened to the fact that new 
horizons never fail to exist. I had kicked this thought 
around a lot but finally took the time to analyze it. At 
one time I thought that should I ever reach a certain 
stage in this business, that would be tops and it would 
not be reasonable to expect to go much further as to 
personal insurance production, because I thought that 
I was aware of my capacity and it made sense that a 
man could only work so many hours and put in a certain 


“This fallacious type of thinking is like looking at a 
road map and deciding not to take the trip because as 
you stand at the outskirts of your town you can see the 
horizon and you assume it would be no different beyond. 
Once one has a map, however, and then takes the first 
step in the first leg of the journey, he sees a new hori- 
zon; and by travelling on, he exposes another and yet 
another, and by the simple process of following the map 
and placing one foot before the other, he reaches places 
he had never dreamed of had he not taken the initial 


THE PENN MUTUAL LIFE INSURANCE CO. 
MALCOLM ADAM 
President 
INDEPENDENCE SQUARE, PHILADELPHIA 














WSB Pension eee 
Still Unavailable 


Welfare Plan Bulletin 
Confirms Earlier Unofficial 
Rulings of Board 


WASHINGTON — Distribution of 
the wage stabilization board forms to 
be used in applying for new pension 
plans or liberalizing present ones is still 
being delayed and present indications 
are that they will not be generally 
available until mid-April or perhaps 
later. 

Life Insurance Assn. and American 
Life Convention have distributed to 
their member companies fascimiles of 
the form but these cannot be used in 
making application to WSB. They can 
be used as a basis for all the pre- 
liminary negotiations and setting up the 
plan but the final steps in closing can- 
not be taken until the official forms are 
available. 

This delay also means a delay to 
producers in getting their commissions. 


Interpretation Bulletin 16 


WSB has issued its interpretation 
bulletin 16, dealing with health and 
welfare benefits. These merely confirm 
officially what has for some time been 
unofficially known to be WSB’s posi- 
tion but they are of some value to in- 
surance men handling group cases be- 
cause they can be shown to employers 
who may have some doubts about the 
validity of the unofficial rulings on these 
points. 

_ The gist of the regulation of the 
interpretation is as follows: 

1. If an employe pays the entire cost 
of the benefits, there is no obligation 
to make the plan conform to WSB re- 
view criteria. 

2. If a plan was being put into effect 
when GWR 19 went into effect but 
installation of the plan was not com- 
pleted, GWR 19 will apply rather than 
regulation 6 previously in effect. 


“Standard” Is Defined. 


3. The commercial “standard” $200 
surgical policy is defined as the in- 
surer’s $200 policy. This was to clear 
up the impression that some particular 
“standard” policy was to be the meas- 
uring stick. 

4. Where the 40% contribution by 
employes is involved, employe contri- 
butions to a state compulsory dis- 
ability benefits law can be counted as 
part of the 40%. 

5. This deals with welfare plans in- 

volved in reorganizations where the em- 
ployer goes bankrupt. 
_ 6. If there is an existing plan and it 
is proposed to increase benefits, the 
40% employe contributions rule ap- 
plies to the entire plan and not just 
to the amount of increase. 





Prepare Card of Ohio A. & H. 
Sales Congress April 24-25 


The program has been prepared for 
the sales congress of Ohio Assn. of 
A. & H. Underwriters at Cincinnati 
April 24-25. 

_ The meeting will open with a recep- 
tion and entertainment sponsored by 
Hoosier Casualty in honor of L. J. 
Erlsten, Ohio president, who represents 
that company at Canton. In the evening 
there will be the banquet. 

Speakers at the sales congress, which 
will follow the business meeting Fri- 
day morning, will be Myers Y. Cooper, 
former governor of Ohio; Edward R. 
Hodgkins, agency vice-president of 
Massachusetts Protective and Paul 
Revere Life; Carl Ernst, North Amer- 
ican Life & Casualty, St. Paul, presi- 
dent of the International association; 
Arthur J. Wade, Reliance Life, Cin- 
cinnati; William G. Coursey, executive 
secretary of the International asso- 
tion. 
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NLRB ATTITUDE 


Equitable Agents’ 
Group Scrutinizes 
State Farm Ruling 


The decision of the national labor re- 
lations board that agents of State Farm 
Life are not employes for purposes of 
collective bargaining is getting close 
study from leaders of the Agents Assn. 
of Equitable Society, who have been 
planning to seek certification later this 
month as collective bargaining agent for 
full-time agents of Equitable Society. 

The apparent effect of the State Farm 
decision would be to block attempts to 
place commission-compensated ordinary 
agents under NLRB jurisdiction, either 
through regular labor unions or 
through organizations such as Equi- 
table’s Agents Assn. 


Hope to Find Difference 








However, contending State Farm’s 
agency setup is in some ways different 
from the typical life company agency 
organization, leaders in the Equitable 
agents’ organization are hopeful that 
scrutiny of the NLRB decision will 
bring out something on which to hang 
an argument that Equitable agents 
should be regarded as employes under 
the NLRB even though State Farm 
agents are not. 


Aside from the hurdle interposed by 
the NLRB’s State Farm decision, the 
Equitable group has the additional prob- 
lem of not being able to muster any- 
thing like a majority of Equitable 
agents. The association’s position is, 
however, that it should be allowed to 
represent as collective bargaining agent 
the full-time agents of Equitable So- 
ciety and that the association’s mem- 
bers, though numerically small among 
Equitable’s 7,500 agents, account for 
85% of Equitable’s business, since the 
7,500 includes many part-time agents, 
among whom are numerous home office 
and branch office employes who are 
licensed to sell life insurance. 

For these reasons the association con- 
tends that the numerical basis is not the 
correct one for determining bargaining 
representation. 

The association’s position as of mid- 
week was that it would go ahead with 
its plans to seek certification in spite 
of the NLRB State Farm decision. 





Robb Speaks at Milwaukee 


C. Rigdon Robb, Northwestern Mu- 
tual, Chicago, will speak on “Current 
Trends in Pension Planning” at a 
luncheon meeting of the Milwaukee 
C.L.U. chapter April 4. He has been a 
member of M.D.R.T. since. 1943. 

John A. McCone, president of the 
Joshua Hendy Corp., has been elected 
a director of Pacific Mutual. 











in a series of advertisements outlining advantages enjoyed 
NUMBER FOUR by field underwriters of the Equitable Life of lowa 


Compensated For 


SUCCESS 


I’ ield underwriters of the Equitable Life of 
lowa are compensated on a commission arrangement 
based on the assumption of a lifetime career. A 
liberal and comprehensive contract featuring life- 
time renewals for quality business, and other special 
remuneration, is the foundation of the compensa- 
tion plan. This modern contract is supplemented 
with sickness and hospital benefit plans, and com- 
pleted with Equifund, the modern retirement income 
plan for the Company's field associates which makes 
the term, Lifetime Association, a reality. 


HUITABLE 


Life Insurance Company 


FOUNDED IN 1867 IN DES MOINES 


OF IOWA 








Swanson President 
of ‘National of Vt. 
General Agents 


The General Agents Assn. of National 
Life of Vermont at its annual meeting 
at Hollywood Beach, Fla., elected Lloyd 
O. Swanson, Minneapolis, as president 
to succeed Harold Smyth of Hartford. 
Other officers are Charles A. Elliott, 
Kansas City, vice-president, and Fred 
S. Brynn, Montpelier, Vt., secretary- 
treasurer. Mr. Smyth was presented a 
plaque in honor of his eight years with 
the executive committee of the associa- 
tion. 

Richard N. Craig, Kansas City, was 
elected president of the C.L.U. associa- 
tion of National Life at Hollywood 
Beach. Other new officers are Elliott 
L. Haas, Atlanta, vice-president; Floyd 
C. White, general agent at Battle Creek, 
secretary. 

These meetings were held in conjunc- 
tion with the four-day Leaders’ Club 
conference attended by 400 persons. 
Highlight of the conference was the 
speech in which President Deane C. 
Davis pledged the company to maintain 
its traditional policy of conservative as- 
sumption of mortality and interest, care- 
ful selection of risks, conservative valu- 
ation of reserve liability and assets, 
careful investment of funds with empha- 
sis upon preservation of principle and 
maintenance of adequate surplus. He 
said that National Life will continue to 
rely on the general agency system add- 
ing that “granting there are some ad- 
vantages in the manager system, we 
nevertheless firmly believe that these ad- 
vantages are greatly outweighed by the 
advantages inherent in the general agen- 
cy system.” 


Trace 102 Year History 


L. Douglas Meredith, executive vice- 
president, and Shepherd, agency 
vice-president, traced the pioneering 
steps taken by the company during its 
102-year history in making improve- 
ments in life insurance and investments. 

The president’s.trophy was presented 
to the Wellman-Burroughs agency at 
the opening dinner in recognition of 
outstanding performance in all phases 
of agency operations. General Agent 
Robert P. Burroughs was again honored 
when Karl G. Gumm, superintendent of 
agencies, presented him with a diamond 
pin in recognition of 25 consecutive 
years in the leaders club. A 20-year pin 
was presented to Robert O. Bickel, 
Cedar Rapids, Ia., a 10-year pin to Sam 
R. Heller, Roanoke and four five-year 
pins were given out. 

Elliot L. Haas, Atlanta, was chairman 
of the C.L.U. advanced underwriting 
session. Other speakers during the 
meeting were Frank M. Totten, vice- 


——S 


president of Chase National Bank 9 
New York City, and Chester G. Ray. 
mond, Million Dollar Round Table 
member from Tacoma. Mr. Gumm ar. 
ranged the conference assisted by E. 
Reginald Murray, agency secretary, Nor. 
man J. Ewen, assistant treasurer, Kirt. 
land J. Keve, director of agents’ trainin 
and John B. Heidel, agency assistant, 


Philadelphia C.L.U. Will 
Explore Big Man’‘s Problems 


The planned estate protection panel 
sponsored with a luncheon on April 17 
by the Philadel. 
phia C.L.U. chap- 
ter will take up 
step by step a typi- 
cal problem of a 
substantial citizen 
who needs the 
combined _ services 
of the agent, the 
accountant, the at- 
torney and the 
trust officer. May- 
nard D. Conklin, 
personal estate and 








of the Champion 
Paper & Fiber Co, 
will act the part of the client with a 
problem. He has a broad background 
as a life insurance man, accountant and 
trust officer. 

Mr. Conklin will present his problems 
to Samuel L. Zeigen, general agent for 
Provident Mutual in New York City 
and a member of the New York bar. 
He is a C.L.U. and lecturer and writer 
on estate planning subjects. 

The panel’s attorney will be Law- 
rence G. Knecht, who has been an at- 
torney specializing in probate, trust and 
tax matters since 1936. 

Leonard C. Price of New York City 
will act in his capacity as certified public 
accountant. He is also an attorney. 

Henry ‘Cooper, assistant vice-presi- 
dent of the Mellon National Bank & 
Trust Co. of Pittsburgh in charge of the 
estate planning division, will be the pan- 
el’s trust officer. He is an attorney and 
vice-president of the Pittsburgh Life 
Insurance & Trust Council. 


Helps Tornado Victims 


Pacific Mutual Life policyholders in 
the tornado-stricken area of the mid- 
west have until May 31 for payment of 
February and March premiums. Deliy- 
ery limits on new business are also 
being extended to general agents and 
agents in the affected districts. 


Ss. L. Zeigen 








Artemus L. Gates, a former under- 
secretary of the Navy, has been elected 
a trustee of Mutual Life. He was assist- 
ant secretary of navy for air from 1941 
to 1945 and under-secretary of the Navy 
from July to December, 1945. 
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with Pacific Mutual’s complete personal protection plans. 
One reason—every policy owner can use more ACCIDENT 
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Customer Alienation 
Has Led to Demand 
tor State Cover 


The interest of many groups in sub- 
stitution of state insurance for private 
coverage may be an outgrowth of the 


dissatisfaction of the way in which 
companies are handling their human 
relations, John S. Bickley, associate 


professor of insurance at Iowa State 
University declared at the annual sales 
congress of Dayton Assn. of Life Un- 
derwriters. In addition to an increase 
in the level of agent training, it is neces- 
sary that more attention be devoted 
to policyholder relations, investment 
and selection of agents, he suggested. 
He said that the approach of the agent 
has a profound influence on the buyer’s 
attitude toward the insurance business. 
He said it may be now necessary to slip 
back to some of the low-pressure sell- 
ing techniques of the mid-19th century 
when insurance was distributed largely 
through dissemination of highly techni- 
cal sales brochures with a minimum 
of personal selling. He indicated that 
more needs to be done to increase the 
percentage of selling on the program- 
ming or estate analysis basis rather 
than by policy or package selling. When 
the customer is convinced that he has 
been sold just the proper coverage 
for his needs and no more, then the 
human relations potential of the agent’s 
job will be utilized to the fullest, Mr. 
Bickley said. 

Radio station WING tape-recorded 
the first half hour of a panel discus- 
sion on wills, estates and trusts, and 
rebroadcast this as a public service. On 
this panel were three bankers and a life 
insurance educator with J. A. Bland- 
ford, Dayton president, as moderator. 

Other speakers at the meeting were 
Glenn W. Isgrig, manager of Reliance 
Life, Cincinnati, and Albert O. Payton, 
vice-president in charge of agencies of 
Western & Southern. 


Randall Chief Speaker at 
C. of C. Insurance Luncheon 


WASHINGTON—Jesse W. Randall, 
president of Travelers, will speak on 
“Insurance, the Keystone of Individual 
Responsibility,” at the insurance lunch- 
eon April 29 in connection with the 
U.S. Chamber of Commerce annual 
meeting. A. D. Marshall of General 
Electric Co. will talk on “Can National 
Agreements Bring Us State Socialism?” 

On the last day of the meeting pres- 
entation of fire waste awards will be 
made, followed by the address of Sena- 
tor Ferguson of Michigan on “The 
Issues We Face.” 

There are 19 directors to be elected. 
Insurance candidates include: Insurance 
division, Chase M. Smith, general coun- 
sel Lumbermens Mutual Casualty, Chi- 
cago; third election district, Lorimer W. 
Midgett, local agent, Elizabeth City, 
N. C.; fourth election district, J. Cleve 
Allen, general agent Piedmont Life, 
Coral Gables, Fla. 








Would Remove Stamp Tax 


A bill to relieve insurance companies 
of the federal stamp tax in connection 
with transfers of legal title of securities 
to a state to secure performance of 
their obligations, has been reported by 
the House ways and means committee. 
Such transfers are simply posting of 
collateral to comply with state regula- 
ag Presently a tax is imposed on 

is. 


J. F. Murphy N. Y. Deputy 


Joseph F. Murphy, who has been with 
the Kemper insurance companies, has 
been appointed deputy insurance super- 
intendent of New York. He will have 
Supervision of an expanded casualty 
bureau, the liquidation bureau and the 
policy bureau at Albany. 

Mr. Murphy graduated at Fordham in 





1936 and from Fordham law _ school 
in 1938. Then he became a claims at- 
torney at New York for Lumbermen’s 
Mutual Casualty. He served in the navy 
during the war and then became a law 
secretary to Federal Judge Alfred C. 
Coxe. He returned to the Kemper com- 
panies in 1947 as assistant to the gen- 
eral counsel at Chicago and since 1949 
has been eastern counsel for those com- 
panies. 





_ Great American Reserve has increased 
its non-medical limits to $10,000 at ages 
0 to 40 and to $7,500 at ages 41 to 45. 


Await Dirksen Address 


The program of incidental business 
at the annual luncheon gathering of 
Insurance Federation of Illinois at the 
Palmer House at Chicago, April 7, will 
be held to a minimum so that the speak- 
er, U. S. Senator E. M. Dirksen of 
Illinois will have the maximum time 
and yet end the program at 2. p.m. 
Harry H. Fuller, National Bureau of 
Casualty Underwriters, the president, 
will preside, and Chase M. Smith, Lum- 
bermen’s Mutual Casualty, as_ chair- 
man of the committee on arrangements, 


will extend greetings. C. Leonard John- 
son, U.S.F.&G. will report as chair- 
man of the auditing committee and W. 
H. Hansmann, Fidelity & Deposit, as 
chairman of the nominating committee. 
Senator Dirksen will be introduced by 
C. Wayland Brooks of Chicago, for- 
mer U. S. senator. 





C. E. Nyquist has been named agency 
supervisor in the Wood agency of Lin- 
coln National in Chicago. Mr. Nyquist 
has been with the company since 1938. 
He is a graduate of Yale and a navy: 
veteran of the recent war. 
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“notice any resemblance 7 


Meet the Shelbys of Clarksdale, Mississippi: Carlton P. 
Shelby; his son, Robert C. (“Pete”) Shelby and last, 
but not least, third generation Shelby! 

Speaking of resemblance, we'd like to point out that 
Carlton and Pete Shelby are on the same team—and 
we don’t mean football. They’re another famous Union 
Central father-son team, members of The Union 


Central’s Memphis Agency. 


From where we sit, it looks as if we might expect 
another member—say in about 15 years. That’s more 
than mere conjecture. Because, as the youngest Shelby 


Insurance—especially with a Company like Union 
Central behind him!” 

Yes, the Shelbys know—all Union Central agents 
know—that The Union Central Life Insurance Com- 
pany is constantly backing them up, constantly making 
their work easier—more rewarding. Excellent sales tools 
are provided, and Union Central has a wide variety of 


insurance plans to meet every life insurance need from 


grows up, he’s bound to see the wonderful advantages 


a career of Life Insurance offers to men of initiative. 
He’s bound to hear, both from his father and his grand- 
father, how The Union Central Life Insurance Company 
helps its agents make the most of these advantages. 

As Carlton Shelby says: “The field of Life Insurance 
draws on every part of a man’s experience. For example, 
both Pete and myself have degrees in Engineering. We 
make use of this training to apply engineering principles 
to the preparation of Life Insurance programs. Believe 


birth to age 70. What’s more, Union Central provides 
liberal retirement and pension arrangements for its 
agents to make their future happy and secure! 








me, there’s no limit to how far a man can go in Life 


The Union Central — a 
Life Insurance —_- 
- Company — 


Seren aes chic os 
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S. S. BLISS 
Erie, Pennsylvania 


Another 
SUCCESS STORY! 


On joining The Ohio National 
field force in 1935, Sam S. 
Bliss quickly established him- 
self as one of this Company’s 
leading career underwriters. 
_ An associate of our top-ranking 
Fred E. Kramer Agencies of 
_ Erie, Pennsylvania, Mr. Bliss 
recently completed sixteen con- 
secutive years in the App-A- 
Week Club. A substantial vol- 
ume of his personal production 
is life insurance for business 
purposes. : Ships 


OHIO NATIONAL. 


LIFE INSURANCE COMPANY 
Cincinnati, Ohio 





Assets over $47,000,000 e Insurance in Force over $215,000,000 


YOUR BEST INTERESTS AT HEART 


Men rise by their own efforts. They slip back when enthusiasm 
dulls. That’s why it takes a going, growing organization with a 
genuine personal interest in its men to help them produce most 
effectively. 


Western fieldmen are proud of their association. They like to be 
on their own—but know they can expect quick help when they 


need it. 
above average and want to share a healthy 


If you are interested in a scale of compensation far 

future with a 
healthy company ... if you want more money or more leisure 
time for the same effort you are making now... if you want 
to go places and enjoy it... better see Western soon about a 
personal producing General Agent’s Contract. Your Manager’s 
or General Agent’s recommendation will help! 


R. B. RICHARDSON, Pres. 
LEE CANNON, Agency V. P. , 


Write or wire: Western Life, Western Life Bldg., Helena, Montana 





INAUGURAL MEETING 


600 Prudential 
District Leaders 
Gather in Florida 


There were more than 600 leading 
district agency representatives attend- 
ing the first meeting of the President’s 
Club of Prudential, a three day affair 





at Palm Beach, Fla. 
At the opening session, Paul B. 
Palmer, 2nd_ vice-president, presided. 


Departing from company practice of 
many years standing, President Carrol 
M. Shanks made his talk the occasion 
for the public release of Prudential’s 
annual report for 1951. 

“Your splendid records entitle you to 
an accounting of the stewardship of 
management,’ Mr. Shanks told the 
agents, staff managers and managers 
who crowded the Paramount theater 
where all business sessions were held. 

Mr. Shanks commented that, notwith- 
standing the strike of some agents dur- 
ing December, total new business writ- 
ten during the year was $3,700,000,000, 
the third consecutive year that sales 
exceeded $3 billion. Group life declined 
because of government restriction of 
wages and installment financing, but 
regular ordinary and monthly debit 
business was higher with the more than 
$1,750,000,000 of new ordinary paid for, 
establishing a record. Weekly debit 
production was somewhat lower than 
in 1950. Total insurance in force at 
the end of the year exceeded $36,250,- 
000,000 as compared to $34 billion in 
1950. He commented that the net rate 
of return on investments was 3.08% 
as compared with 3.03%. 

Mr. Shanks noted that it has become 
almost a “national habit and practically 
a national policy to strive for medioc- 
rity. The solution is a rebirth of the 
independence and spirit on the part 
of the American citizen,” he continued. 
“When enough individuals decide to 
break loose from the pack to go on 
their own, then this apathetic march 
to mediocrity and regimenting by prop- 
aganda will come to an end. Now to 
be sure, this is easier said than done. 
It cannot be done without leaders to 
blaze the trail and prove that the ulti- 
mate satisfactions of independence are 
worth almost any price, and can sur- 
vive almost any hazard. 

“The future of our organization rests 
with you as salesmen, and in my esti- 
mation, the future of the country rests 
with those who have the courage and 
ambition in their work that you have 
shown. Courage and ambition are as 
contagious as defeatism. You can 
spread your spirit not only through the 
organization but far beyond it,” he 
declared. 


Present Top Qualifiers 


The session also included the presen- 
tation of the top 25 qualifiers by Alfred 
D. Rosner, director of agencies for the 
metropolitan region, and a skit entitled 
“Junior Takes Over,” which was di- 
rected by Kenneth L. Brooks, associate 
director of sales promotion. With a cast 
of eight, the skit dramatized what could 
happen to a business firm when one 
of its partners died and no business 
insurance had been taken out as pro- 
tection against such a contingency. At 
the conclusion, new business insurance 
canvassing material was presented by 
means of a moving picture and synchro- 
nized commentary. 

The meeting was concluded with an 
address by A. Gordon Nairn, director 
of agencies for Canada. 

The following day, James G. Shuttle- 
worth, second vice-president, was chair- 
man. Discussions of A. & H. and group 
coverages featured this session. 

In a talk on the company’s new 
A, & H. program, to be inaugurated 
within the next few months, Ardell T. 
Everett, 2nd vice-president, described in 
detail the type of insurance which will 
be offered. 


Harold E. Dow, 2nd_vice-presiden, 
and associate actuary, followed MM, 
Everett with introduction of some oj 
the agents whose qualifying for cly} 
membership was facilitated by oy. 
standing success in the group field 
Each of the agents told briefly of his 
experiences and success in selling groyp 
insurance contracts. Mr. Dow told 9; 
the growth in small-case group ingy. 
ance. 

The second session was concluded by 
the only guest speaker, H. B. Share 
sales training specialist of the Unite 
States Rubber Co., who spoke on “What 
Makes a Star Salesman a Star.” 

For the final session, Joseph F. Kiley 
director of agencies for New Jersey, 
presided. Among the qualifiers, there 
were more men from Mr. Kiley’s region 
than from any other of the eight re. 
gions represented. Mr. Kiley opened 
the session by introducing William R 
Tenney, Englewood, N. J., 25 year old 
top agent for 1951. 

Howard A. Austin, director of fiel 
training, led a panel on “What Makes 
the Stars Shine.” Instead of the usual 
panel manner, the audience was invited) 
to sit in on the planning conference 
which had been held by the training! 
consultants a month earlier. The un. 
usual treatment presented many oppor. 
tunities for humor and at the same time f 
told the training story effectively. 


“Let’s Get Out and Sell” 


James E. Rutherford, vice-president of 
district agencies, addressed the session 
on “Let’s Get Out and Sell.” 

“Regardless of the millions of dollars 
of protection the American public now 
has,” Mr. Rutherford said, “not enough 
life insurance has been sold. Until every 
family is protected against the calamity 
of the death of its breadwinner, ou 
job has not been done. Until every man, 
within the limits of his means, has pro- 
vided his dependents with the future 
he wants them to have, we have not met 
our obligations as life insurance men,” 

Mr. Shanks then bade the delegates, 
their wives, and families goodbye. He 
was sure, he said, that the accomplish- 
ments that had brought them to Palm 
Beach this year would be repeated, and 
that he would see them at subsequent 
meetings of the President’s club. 

With business sessions held only in 
the mornings, delegates had free time 
for social events that included a recep- 
tion followed by a dinner and dancing 
the first night, while the following eve- 
ning they were guests at a water show. 
Bathing, golf, fishing and boating were 
also available. 





Golf Pro to Speak 


James J. Geoghegan, golf professional 
at Crestmont Country Club, West 
Orange, N. J., will be the speaker at 
the April 8 luncheon meeting of the 
New York City Life Supervisors’ Assn. 
at Miller’s restaurant. Mr. Geoghegan 
will talk on “Showmanship in Golf and 
Life Insurance.” 


A & H MEN 
AVAILABLE 


#150—A&H accountant with four 
j years experience in accounting 
and office management. Pleas- 

ing personality. : 

#151—A&H Supervisor. Has six 
years life, A&H and hospital- 
ization sales, and field service 
experience. j 

#152—A&H Claim Adjuster, with a 
law degree, 2 years claim ex- 
perienece. 

#153—A&H Underwriter, who has 
four years underwriting ex- 
perience, both individual an 
group. 

For Particulars Call 


FERGASON PERSONNEL 


330 S. Wells Street, Chicago 6, Illinois 
HArrison 7-9640 
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The year of 1951 was a period of successful operation for 
Royal Neighbors of America as a fraternal life insurance so- 
ciety. Highlights of operations last year follow: 


Insurance in force increased $4,428,290 to a total of $400,- 
103,530. 


Membership increased to 551,479. 
New insurance sold increased to $23,696,291. 


Admitted assets advanced to a total of $137,803,672.90, an 
increase of $4,438,385.13. 


LEGAL 


Royal 


cighbor OF AMERICA 


INSURANCE 


FRATERNAL LIFE 


57th 
ANNUAL REPORT 
FOR THE YEAR ENDING 
DECEMBER 31, I951 


RESERVE 


Certificate reserves increased $3,665,751.63 to a total of 
$113,841,667.84. 


Contingent reserves increased $696,857.37 to a total of 
$17,191,220.60. 


Benefits paid amounted to $6,440,271.04. Benefits paid since 
organization amount to $170,187,469.49. 


The net interest earned on benefit funds increased to 3.35 
per cent in 1951, compared to 3.22 per cent for the previous 
year. 


Dividends paid increased to $1,508,657.74. 


Condensed Balance Sheet of Royal Neighbors of America as of December 3ist 1951 


ADMITTED ASSETS 


OTN oa oc cesvneray cia, 5 oso ofoseranes i hal theme es AA WE eer eS $ 2,024,568.47 

UNITED STATES GOVERNMENT BONDS .................. 17,110,375.33 

MELINA DEANE. TROP NDS ooo. oicssvs.cleigrete wis wre vi wane’ o1e) eins oleibesletcieisie aes 57,833,272.88 
Tax secured, $20,803,744.26, and revenue secured, $37,029,528.62 

PUBEIC UPELIPY BONDS. «onc cncii cies c cecsccccncosccuebes 18,285,077.46 


Operating companies. 

INDUSTRIAL AND MISCELLANEOUS BONDS.............. 
SULCROU MAG Me cafes ct cvs ote oft cla, lat cis iaieas seal xii aera el Mi Gere grers 
Public utility operating companies. $7,616,896.00 preferred; 

$399,710.04 common. 
FIRST MORTGAGE LOANS ON REAL ESTATE.............. 28,977,654.54 


Conventional $17,410,291.79; F.H.A. $5,423,544.46; 
G.I. $6,143,818.29. 


2,459,406.08 
8,016,606.04 


SUPREME OFFICE BUILDING ................ $343,162.72 632,851.29 
ROYAL NEIGHBOR HOME .................. 289,688.57 § 32,851. 
CBEREIBICADE LOANS » .i5:-00:0 cauicsicecicsidiessieeddsidleiecvodececes 992,154.31 
Money owed the Society by members on account of loans made 
to them on the security of their certificates. 
INTEREST DUE AND ACCRUED .................cceceeeee 1,032,788.61 
PREMIUMS IN .COURSE OF COLLECTION ................. 420,128.57 
MISCELLANEOUS ASSETS: ¢ oscccc0cdcccccascevesvoscvecbeces 18,789.32 


TOPAL (ADMITTED ASSETS. ........0..ccsesecccsecneses $137.803,672.90 


These assets are valued on basis prescribed by National Associa- 
tion of Insurance Commissioners. 


LIABILITIES 


CERTIFICATE RESERVES—Computed at 3% and 244%...... $113,841,667.84 
Funds which, with interest and future premiums, will pay all 
certificate claims as they become due. 


DEATH CLAIMS AND MATURED ENDOWMENTS.......... 371,924.07 
Funds set aside for payment of claims in process of adjust- 
ment and for those incurred but not reported prior to Decem- 
ber 31, 1951. 
FUNDS HELD IN TRUST FOR BENEFICIARIES 
OF DECEASED MEMBERS ..............-.ceeeeeeeeeeees 67,233.29 
FUNDS FOR DIVIDENDS TO DECEMBER 31, 1952.......... 1,812,507.88 
PREMIUMS PAID IN ADVANCE .............-ceeeeeeee eens 275,217.64 
ESTIMATED AMOUNT DUE AND ACCRUED FOR TAXES.. 17,190.97 
FUNDS DEPOSITED BY MORTGAGORS FOR PAYMENT OF 
1/5. 1p SR ESE yeas a8 ieee Ayr Cee ate. er eee Cae 351,586.44 
RESERVE FOR MORTGAGES, BONDS AND STOCKS........ 1,424,441.61 
MISO BRP ANDO Ss oo coos cages sadn dusavnde <euugenseresane 723,015.58 


Includes funds set aside for expenses of quadrennial Supreme 
Camp in 1954. 
CONTINGENT RESERVES FOR FLUCTUATION IN MORTAL- 
ITY, INTEREST AND VALUE OF ASSETS AND FOR 
FUTURE JUVENILE TRANSFER CREDITS ............ 17,191,220.60 


Funds held for the additional protection of certificate holders. 


WNASSIGIND UN ad 6 oo cv co cine desecevecicccsscecssases 1,727,666.98 
Available for any contingency. 
FORAD BATE io oa cc oo ocisie cnkidinswcdandacdnsesddeds $137,803,672.90 


Keyal ftir Neighbors 


OF AMERICA 


WHOLE 


FAMILY 


PROTECTION 


Supreme Office — Rock Island, Illinois 
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BUSINESS IS GOOD WITH US 
IN BOTH LIFE and A&H 
DEPARTMENTS BECAUSE... 


We are using our popular 4 in | PLAN to 
open and close the tough ones — It com- 
bines LIFE, ACCIDENT, HEALTH & HOS- 
PITAL IN ONE COMPACT PACKAGE — 
Most prospects need ONE or ALL 4 — 
Chance for a sale is 4 to I. 


VESTED RENEWALS FOR BOTH 
LIFE AND A. & H. 












@ Accident e Hospitalization e Health e Accident e Hospitalization e Health e Accident ¢ Hospitalization e Health e Accident e 


EXPANSION 


OUR EXPANSION PLANS HAVE CREATED 
OPENINGS FOR SEVERAL ADDITIONAL RE- 
GIONAL SUPERVISORS. Our supervisors are 
compensated with SALARY, EXPENSES, and incen- 
tive bonuses, resulting in better income for the pro- 
ducer who can qualify. Positions open in Missouri, 
Kansas, Oklahoma, lowa, Nebraska, Minnesota, 
North and South Dakota. For information, write— 
B. Taylor, Vice President. 


NATIONAL FIDELITY 


fe ETS eset 


W RALPH JONES PArececone 


KANSAS City 6. Missouri 
Thirty-Seventh Year of Faithful Service 
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BRIEF FACTS 
FROM OUR FIFTY-SECOND ANNUAL REPORT 


e Insurance in Force.......... $268,614,795.00 
Increase of $18,021,886 
0 Peeste (224 3 aoe $ 65,986,829.47 


Increase of $3,837,855.35 


e Payments to Policyowners 
and Beneficiaries ....... . $  4,065,259.48 
Increase of $691,230.10 


e Capital, Surplus and 
Special Reserves ....... $ 4,646,138.97 
Increase of $408,693.13 


ATLANTIC LIFE 
INSURANCE COMPANY 


Established 1900 
RICHMOND, VIRGINIA 


| 
| 
| 
| 























Blanks to Call 
for More Data 


on Term Riders 


NEW YORK — Increased popu- 
larity of decreasing-term riders and pol- 
icies and level term riders has caused 
insurance departments to want more 
specific information as to how much of 
a company’s term business is in these 
categories. 

At the suggestion of C. C. Dubuar, 
chief actuary of the New York depart- 
ment, and after consultation with the 
companies’ representatives, the blanks 
committee of National Assn. of Insur- 
ance Commissioners at its meeting here 
this week decided that a footnote should 
be added to the policy exhibit to give 
the amount of decreasing term account- 
ed for by riders and policies and also 
how much level term insurance is in 
riders. It applies to issued business as 
well as in force. 

The footnote would also indicate how 
a company calculates the amounts of 
decreasing term. Some companies use 
the average from inception date to ex- 
piry and others use the actual amount 
all the way through. 

The blanks committee here also de- 
voted a good deal of discussion to how 
business under schedule-type A. & H. 
policies should be reported in the ex- 
perience exhibit that is filed at the end 
of June. These policies contain various 
items of coverage and the insured ‘buys 
those that he wants. 

The experience exhibit requires the 
experience to be shown on every policy 
form and for some time there has 
been a question whether a_ schedule- 
type policy should be regarded as one 
policy or whether every possible com- 
bination of coverage should be regarded 
as a separate policy. For some com- 
panies would mean a great number of 
combinations and a large amount of 
extra bookkeeping if each combina- 
tion is regarded as a separate contract. 

The A. & H. experience exhibit is 
not new but thus far the companies 
have felt fairly free to interpret the 
meaning of the “separate policy form” 
requirement. 

Leader in the discussion was W. 
Harold Bittel, New Jersey department 
actuary, and a member of the N.A.I.C. 
A. & H. committee’s subcommittee on 
policy benefits in relation to premiums. 
He said that the blanks committee had 
no choice but to follow the A. & H. 
committee’s opinion that the require- 
ment should continue to be that each 
combination of coverages constitutes 
a separate policy form. One reason why 
this information is particularly desired 
by the departments is that many states 
have laws which permit the department 
to ban any policy in which the benefits 
are umreasonable in relation to pre- 
miums. 

The joint blanks committee of Life 
Insurance Assn. and American Life 
Convention offered a number of sug- 
gestions. One was that the companies 
be allowed to lump disability benefit 
payments and disability waivers. Their 
position was that there is not much 
meaning in the separation of the figures. 

Another suggestion was for a re- 
arrangement of the premium exhibit for 
greater clarity. The blanks committee 
rejected both suggestions. 





Johnson to Address L.O.M.A. 
Founders’ Night Gathering 


George E. Johnson, vice-president 
Teachers I. & A., will discuss education 
as a lifetime job at the founders’ night 
celebration, sponsored by L.O.M.A., 
Tuesday at the Mutual Life home office, 
New York. 

Founders. who will be honored at the 
meeting are: George Thek, Equitable 
Society; Francis J. Pinque, Colonial 
Life; Walter Mahlstedt and Mr. John- 
son, Teachers I. & A.; Sophie I. Bulow, 
Guardian Life; Arthur C. Daniels, Insti- 


tute of Life Insurance; James Moore, 
Mutual Benefit Life; Alfred R. Larkin, 
Prudential, and Alfred E. DuPlessis, 
Travelers. 





Compton Becomes 
Washington National 
General Agent 


Don ‘C. Compton has resigned as pres- 
ident of Pyramid Life of Kansas City 
to become general agent at Wichita for 
Washington National. Mr. Compton 
had become head of that company when 
control of it was purchased by Reserve 
Life interests last year. Prior to that 
he was vice-president of Combined of 
Chicago. 

Mr. Compton had started in the busi- 
ness in 1936 in the personal accident 
department of MHartford Accident at 
Chicago. He became general agent for 
Provident L. & A. at Chicago in 1938, 
He joined Federal Casualty of Milwau- 
kee in 1946 and later that year joined 
Combined Mutual Casualty as vice- 
president in charge of the disability de- 
partment. 

Mr. Compton is a past president of 
Chicago A. & H. Assn. and _ helped 
found Chicago Home Office Under- 
writers Round Table. 
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QUALITY Mutua 
COMPANY 


Best's Highest Rating 

Over Half Century Old 
Over $350,000,000. Insurance 
Over $115,000,000. Assets 
Over $9,500,000. Surplus 
Full Level Premium Plan 
Sub-Standard Issuance 

Very Low Net Cost 


QUALITY Compensation 


Generous for Underwriter 
Unusual General Agency Plan 
A Fine Retirement Plan 
Very Well Vested 


QUALITY traininc 


Home Office Schools . for 
New Life Underwriters 
General Agents 

Refresher Training Schools 
At Company Expense 


QUALITY terrironies 


Often possible .. . for 

An Agency Minded Man 

Who wants to build 

A Compact Quality Agency 
rite to 


"CENTRAL LIFE 


ASSURANCE COMPANY 
DES MOINES, IOWA 


MUTUA 


4 COMP 
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(CONTINUED FROM PAGE 1) 
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tenance of morale easier because the 
common objective is agency teamwork 
rather than solely getting business. 

Mr. Murrell said that about 60% of 
the business of the Los Angeles and 
San Francisco agencies comes from men 
added in the past six years. They have 
discovered that when a new agent is 
financed, aS most are, about $1 of each 
$3 is lost and $1 is tied up for about 
five years on the average. From his 
experience, he concluded that the loss 
from financing men is about 10 cents 
per $1,000 of business produced and 
that amount is all the California agen- 
cy’s profit margin would have increased 
if the company had borne the entire 
cost of recruitment. 

President John S. Thompson cited as 
one of the most encouraging features in 
the 1952 national picture the high level 
of personal savings, estimated at about 
$25 billion in 1952, an all-time high 
except for the war years 1941-45. Mr. 
Thompson said that these savings fur- 
nish a sound base for both life insurance 
sales and persistency and for parallel 
investment growth. He observed that al- 
though liberal savings are hardly an 
absolute guarantee of impressive activ- 
ity by life companies, successful opera- 
tion cannot be expected without such 
savings. He commented that satisfac- 
tion may be derived from the fact that, 
notwithstanding the extent and steady 
growth of government controls, cen- 
tralized and bureaucratic decision mak- 
ing still plays a limited role in eco- 
nomic activities that are millions of in- 
dependent business enterprises, each 
working out its own destiny. 

Richard E. Pille, vice-president in 
charge of agencies, said that the gen- 
eral agent may not sell directly, but if 
he doesn’t he must sell indirectly. Be- 
ing a direct salesman doesn’t neces- 
sarily make a good sales manager, but 
it doesn’t prevent the producing type 
of general agent from being a good 
sales manager. Mr. Pille said the gen- 
eral agent must sell his associates on 
the necessity to do the things that lead 
to success. The general agent must 
then sell his product either directly by 
himself or indirectly for and with and 
through his men. Then the general 
agent must sell his business through re- 
cruiting. 


Program Sales By-Products 


Ervin D. Hintzpeter of Bozeman, 
Mont., said that training agents in pro- 
gram selling offers important by-prod- 
ucts. The method of obtaining the 
needed information is so complete that 
even if a program sale does not result, 
single-need sales are frequently made. 
In addition, the high-grade referred 
leads that result with a client person- 
ally speaking to the prospect before the 
agent’s call, make many substantial 
sales saety consummated. 

Edgar D. Carlough, Jr., general agent 
at Albany, | was elected president of the 
general agents’ association. 

Vice-president is Weymouth L. Mur- 
tell, Los Angeles and secretary-treas- 
urer is William C. Preston, Akron. 

The Lexington, Ky., Bozeman, 
Peoria, Harrisburg, Wichita and Cin- 
cinnati agencies received awards for top 
performance during the October_pro- 
duction campaign. Lexington, Boze- 
man and Peoria were winners of Still- 
man award for quality of business writ- 
ten during this campaign. The Cincin- 
Nati agency received an award for the 
ighest volume during the campaign 
and the agencies with the highest per- 
centage of business over quotas which 
were Lexington, Harrisburg and Wich- 
ita, in their respective groups. 

Clay W. Hamlin of Buffalo said that 
he lays stress on agents on saving re- 
Newal commissions. He believes that 
any man who saves his renewals will 
be wealthy, will do more business be- 
Cause he has to, will have a larger 
fetirement income, larger service fees 
and be happier because saving renewals 
is a great mechanical device for en- 
forcing continuity of first-year com- 


missions, 

M. James Houlihan of Flint said that 
training agents to sell business insur- 
ance is an on-the-job program with 
steady growth in knowledge, sales skill 
and confidence rather than a sudden 
revelation of existing potentialities. He 
said in his agency the personal produc- 
tion is emphasized and it is taught that 
business insurance will be an outgrowth 
of it. During the agent’s early training 
in sales work, the general agent helps 
sell any business insurance case uncov- 
ered without any split in commissions. 

H. Douglas Palmer, director of field 
training, introduced the new supplemen- 
tary procedure for the sales plan known 
as “security in any event.” The new 
procedure is packaged in a _ pocket- 
edition format. 

Benjamin D. Salinger and Leland O. 
Nashen of New York City and Hollis 
L. Woods, Hartford, each moderated a 
section of the seminar on_ financial 
management of agencies assisted by Ed- 
ward C. Hawes, director of analagraph 
training; Robert H. Stevens, assistant 
to the director of agency supervisor and 
H. Preston Smith, management train- 
ing supervisor. 

A session on more sources of busi- 


VANUATU 


ness today was also divided into three 
sections with new sales briefs contain- 
ing information about 14 prospective 
sales areas introduced. This was mod- 
erated by .C. Carney Smith, Wash- 
ington; John O. Wilson, Seattle, and 
Francis J. Conlin, Spokane. 


Problems and Profits 


A panel on problems and profits with 
property planners was moderated by 
Paul W. Cook, Chicago, with members 
of the panel being George B. Gordon, 
director of advanced underwriting serv- 
ices, Solomon Huber, Edward L. Ros- 
enbaum and Arthur V. Youngman, all 
of New York City; John W. Brown, 
Louisville; Lloyd Ramsey, Memphis, 
and C. Carroll Otto, Detroit. 

The Milwaukee agency headed by 
Frank C. Hughes and Paul J. Quillin 
was awarded the president’s trophy for 
being the best all-round agency. Mr. 
Otto and Lyford B. MacEwen, Nashua, 
N. H., were runners-up. 

The new organization award for out- 
standing recruiting and development 
went to the New York City agency 
headed by Mr. Salinger and Stanley R. 
Wayne. Runners-up were Mr. Erskine 
and Mr. Carlough. The Cincinnati 
agency was the winner of the rewards 
for the best persistency of 1948 and 1949 
and another award for the best per- 
sistency on the books in 1950. 
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Companies Urge Freedom to 
Push Catastrophe Medical 


(CONTINUED FROM PAGE 2) 


ference, A. B. Hvale of Continental 
Casualty and W. G. Manzelmann of 
North American Accident. 

There was a discussion of war exclu- 
sion riders and policyholder complaints 
listed on the agenda, but it turned out 
that this had been put on to fill up time - 
if it developed that there was no interest 
in the other subjects. 

Mr. Coddington asked the company 
men if they felt meetings of this nature 
were of value, and Mr. Pike suggested 
that they be conducted on a broader 
base. The zone meeting idea, he said, 
makes the company men go over the 
same problems five or six times. 

The subjects discussed at this meeting 
will.go to the zone meeting and from 
there to N.A.I.C. 


Pacific Mutual Recognition 


Constructive suggestions for improve- 
ment in office procedures and practices 
won sizable cash awards for nine Pacific 
Mutual Life home office workers re- 
cently. The suggestion plan committee, 
which has been making the awards since 
its inception in 1946, is composed of 
a rotating group of employes appointed 
quarterly. 
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TO BE DONE 


We're right proud,—and, we guess, sometimes a bit 
immodest about our progress over the years. We sus- 
pect some of the rest of you are, too. 


It's true that Life Insurance has done a wonderful job 
of helping people build their security plans and holds 
the respect and confidence of the American people. 


But the figures show that the average Life Insurance 
per family is less than the average annual income per 
family, and so long as that’s true, none of us have too 
much to boast about. We're going to work! 
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NLRB‘s Decision on State Farm's Agents 


The national labor relations board’s 
decision that agents of State Farm Life 
are independent contractors and not 
under NLRB jurisdiction can be re- 
garded either as a landmark or as a 
short-cut to what was going to happen 
anyway. 

It can be viewed as a landmark only 
on the assumption that unionization of 
ordinary agents would otherwise have 
become fairly widespread. But there are 
not too many who feel that unionization 
of ordinary agents would have become 
widely accepted even if the NLRB had 
taken jurisdiction. 

But at the very least, the decision 
seems to have cleared the air and headed 
off what might have been some costly 
upheavals in the business, for the 
reasons that NLRB gives in its opinion 
for holding State Farm agents not to 
be employes under the labor laws ap- 
pear to apply just as definitely to the 
way that the vast majority of life com- 
panies conduct their ordinary business. 

If anything, the State Farm relation- 
ship with its agents might be con- 
sidered as bordering more closely on 
that of employer and employe than is 
the case in the general run of life com- 
panies. For example, State Farm was 
the second life company in the United 
States to ask that its agents be con- 
sidered employes so that they might 
have the benefits of federal social se- 
curity coverage. That was done in 1945 
by amending agents’ contracts. But 
even these amendments were not enough 
to make State Farm’s agents employes 
in the NLRB sense. 

Another significant point is that CIO 
Strategists would hardly have picked 
State Farm for their initial organizing 
venture in the ordinary field if they 
had felt its agents to be less employe- 
like than ordinary agents generally. It 
can be presumed that the union con- 
sidered State Farm agents to be at 
least as much like employes as_ the 
general run of ordinary agents and very 
likely more so. 

Finally, even assuming that there are 
minor differences between State Farm’s 
contract and operating procedure and 
those of other ordinary companies, it 
would be a small matter for any com- 
pany that didn’t want its agents or- 
ganized to amend its contracts and pro- 
cedure to make them identical with 
those of State Farm. 

Before the NLRB decision in the 
State Farm case, there was considerable 
speculation on how far unionization 
might be expected to go among ordinary 
agents. The NLRB appears to have 
made all this quite academic. Yet it 


might be in order to stop and consider 
whether the ordinary agents have lost 
so very much by being refused entry 
into the national labor relations law’s 
fold. Agents can still deal collectively 
with their companies if they feel that is 
the best way to get what they are after. 
They can’t force the company to ac- 
cede to their wishes but they couldn’t 
do that even if they were under NLRB 
jurisdiction. 

Agents can still strike, if they should 
decide that was the right strategy. But 
even if they were under the NLRB’s 
wing it is highly doubtful that ordinary 
agents would see any sense in strik- 
ing, particularly after the outcome of 
the recent Prudential industrial agents’ 
strike. Prudential was vastly more vul- 
nerable to disruption of its operations 
by a strike of its industrial agents than 
any company would be if its ordinary 
agents were to strike. Yet Prudential 
was in nothing like the position of, say, 
an automobile manufacturer a portion 
of whose plant employes had struck. 

Nobody, least of all Prudential, would 
pretend to be happy about the strike. 
But nobody can pretend, either, that 
prolonged work stoppage is an effec- 
tive weapon against a life insurance 
company, even against a company that 
is dependent on agents for conducting 
an imporfant phase of its day-to-day 
work. When an automobile factory is 
struck, the company can’t make auto- 
mobiles. It has little or nothing to off- 
set the fixed charges that are gobbling 
away at the year’s profits. With a life 
company, as everybody knew even be- 
fore the Prudential strike, the situa- 
tion is different. But it took the Pru- 
dential strike to prove dramatically just 
how different. 

If a prolonged and determined strike 
of industrial agents produced no results 
that could not have been had _ with- 
out striking and showed itself com- 
pletely incapable of reducing a com- 
pany’s will to resist, how much effect 
could a strike or threat of strike have 
as a weapon for purely ordinary agents? 


How much _ cooperation would the 
would-be strikers get from the sub- 
stantial producers—the minority that 


produces the bulk of the company’s 
new business? Would they be willing 
to take any less than they had been 
getting so that inferior producers could 
get more? 

Considering the innate inapplicability 
of the typical methods of organized 
labor to the situation of ordinary agents, 
it would appear that the latter have 
lost nothing but a lot of potential head- 
aches through the NLRB’s decision in 


the State Farm case. This is not to say 
that every company’s relations with its 
agents are strictly sweetness and light. 
But even though ordinary agents may 
be employes for social security pur- 
poses, they are not the kind of “labor” 
that the labor laws were written for. 

This has long been obvious as a 
matter of fact. The NLRB decision 
confirms it as a matter of law. 

These observations have nothing to 
do with whether unions are beneficial 
or not. Unquestionably, there have been 
situations and still are some in many 


industries where unions can do a lot 
for their members that the latter 
couldn’t otherwise do for themselves, 
It is no disparagement of the unions 
to say that there are some fields that 
are beyond their appropriate scope. 
For those agents who had _ visions 
of improving their lot by the unioniza- 
tion route it should be some consola- 
tion to reflect that the NLRB decision 
has only headed them off from a course 
of action that lack of power to stage 
an effective strike made of dubious value 








PERSONALS 


DEATHS 





Stanley F. Withe, head of the public 
education department of the Aetna Life 
companies, has been appointed chair- 
man of the public relations committee 
of National Fire Protection Assn. 

John Hill, vice-president New Eng- 
land Mutual Life, has been named pres- 
ident of the Boston Back Bay Assn. 

Chas. E. Becker, president of Franklin 
Life, was invited to attend a joint civil- 
ian orientation conference in Washing- 
ton by Secretary of Defense Lovett. 
The conference is essentially a series 
of inspection tours staged by the mili- 
tary for non-military citizens. 








Honor Steinman 


Midland Mutual Life is now in the 
midst of a drive to honor President 
George W. Stein- 
man as he_ ap- 
proaches on May 1 
his 40th anniver- 
sary with the com- 
pany. This drive is 
expected to elevate 
even further the 
improve 
ment of 17% in 
business in the first 
quarter of the year. 
The agent making 
the best all-round 
record in written 
and paid for busi- 
ness during the ? 
campaign will be invited with his wife 
as special guests of the home office 
and President and Mrs. Steinman. 

Mr. Steinman had been an attorney 
at Lancaster, O., and an examiner of 
the Ohio insurance department when 
he joined Midland Mutual as comp- 
troller in 1912. He was made secretary 
in 1914, vice-president and secretary 
in 1927, and president in 1933. During 
his tenure, assets of the company have 
grown from $700,000 to more than $72 
million, and insurance in force has in- 
creased from less than $9 million to 
227 million. 








Steinman 


G. W. 





To Study Railroad Retirement Act 


WASHINGTON — The Senate has 
adopted a resolution authorizing expend- 
iture of $50,000 for study of the railroad 
retirement act and related problems. The 
study will be made by a joint congres- 
sional committee on railroad retirement 
with the aid of actuaries. 


WALKER B. FARR, 59, manager 
at Minneapolis for Equitable Society 
since 1936, died while vacationing at 
Daytona Beach, Fla. He joined Equi- 
table in 1932. He was president of 
Minneapolis General Agents & Man- 
agers Assn. in 1951 and was a life mem- 
ber of the Million Dollar Round Table. 

JOHN B. TOMMANEY, 57, staff 
manager of Prudential at Albany, N. Y,, 
was killed in an automobile accident. 
He apparently was taken ill and lost 
control of the car. He joined Prudential 
in 1925 and was named staff manager 
in 1931. 

ARTHUR W. FRENCH, 74, in the 
life beneficiary income division of Aetna 
Life, who was celebrating his 57th an- 
niversary with the company, died after 
a long illness. 

SHEPPARD HOMANS, 81, partner 
in the Prosser & Homans agency of 
Equitable Society at New York City, 
died at Charleston, S. C. He was one 
of Princeton’s greatest football players 
and was elected to Walter Camp’s All- 
America team in 1890 and 1891. He was 
recently elected to the football Hall of 
Fame. 

Mr. Homans was a son of Sheppard 
Homans, the famous actuary, who was 
one of the pioneers of American life in- 
surance, serving as actuary of Mutual 
Life and later as president of Provident 
Savings. A son, Eugene Homans, has 
been associated with Mr. Homans in 
the management of the agency. A 
brother, I. Smith Homans, was promi- 
nent in the actuarial field with Union 
Central and Commonwealth Life. 


MRS, RICHARD K. PAYNTER, 584, 
mother of Richard K. Paynter, Jr., finan- 
cial vice-president of New York Life, 
died at Stamford, Conn. 








New Texas Commissioner 


Appointed as casualty commissioner 
of Texas is Garland Smith to succeed 
J. P. Gibbs. The latter has resigned 
and will become chairman of the bank 
in his town of Seguin. Mr. Smith has 
been executive assistant to Governor 
Allan Shivers since 1949 and has been 
associated politically with Mr. Shivers 
since 1946. At one time he was editor 
of a weekly newspaper. The term to 
which he was appointed expires next 
February 10. 





Directors of agencies of the 10 Ameri- 
can National territorial divisions are 
meeting with home office officials this 
week in a general planning conference. 








AeNATIONAL UNDERWRITER. 
—LIFE INSURANCE EDITION 
PUBLICATION OFFICE: 

175 W. Jackson Bivd., Chicago 4, Lil, 
BUSINESS OFFICE: 

420 E. Fourth 8t., Cincinnati 2, Ohio 


Editor: Robert B. Mitchell 

Assistant Editor: Richard J. Thain 

News Editor: F. A. Post. 

Editorial Assistants: Charles C. Clarke, Blls- 
worth A. Cordesman, Donald F. Johnson. 


Executive Editor: Levering Cartwright. 
Advertising Manager: Raymond J. O’Brien. 


Teletype CG-654 


Howard J. Burridge, President. 

Louis H. Martin, Vice-Pres. & Secretary. 
John Z. Herschede, Treasurer. 

420 E. Fourth St., Cincinnati 2, Ohio, 





ATLANTA 3, GA.—432 Hurt Bldg., Tel. Walnut 
utheastern 


9801. Carl E. Weatherly, Jr., So 
Manager. 
BOSTON 11, MASS.—210 Lineoin S8t., Tel. 


Liberty 2-1402. Wm. A. Scanlon, Vice-Pres. 
CHICAGO 4, ILL.—175 W. Jackson Bivd. Tel. 
Wabash 2-2704. O. E, Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Manager. 
CINCINNATI 2, OHIO—420 E. Fourth 8treet, 
Tel. Parkway 2140. Chas. P. Woods, Sales 


Director; George C. Roeding, Associate Man- 
ager; George E. Wohigemuth, News Editor; 
Roy Rosenquist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Blidg., Tel. Prospect 1127. Alfred E. Cadis. 
Southwestern Manager. 

DES MOINES 12, IOWA—3333 Grand Avenue, 
Tel. 7-4677. R. J. Chapman, Resident Manager. 
D IT 26, MICH.—413 Lafayette Bldg., 
Tel. Woodward 3-2826. A. J. Edwards, Resident 
Manager. 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 
MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 


NEW YORK 38, N. Y.—99 John Street, Room 
1163, Tel. Beekman 38-3958. Ralph E. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager; 
Donald J. Reap, Eastern News Editor. 


PHILADELPHIA 9, PA.—123 S. Broad Street, 
Room 1127, Tei. Pennypacker 5-3706. E. H. 
Fredrikson, Resident Manager. 


PITTSBURGH 22, 
Tel. Court 1-2494, 
dent Manager. 


SAN FRANCISCO 4, CAL.—507 Flatiron Bldg., 
Tel. Exbrook 2-3054. F. W. Bland, Pacifie 
Coast Manager. 


PA.—503 Columbia Bldg., 
Jack Verde Stroup, Resi- 











The 
Econon 
tional | 
that bis 
campus 
schedul 
they hi 
the rec 
there W 
jobs. 

The 
prospec 
that Fe 
month 
tomaril 
views C 
ment 0 
or mort 
are lial 
about 2 
compan 
bility a 
turn fre 

The | 
aries W 
than in 
monthly 
commer 
uates cl 


“adverse 
of our s 


The I: 
operatio: 
getting 1 
ance bu 
pupils in 
let is to 
scribing 
let is d 
occupies 
economic 








4, 1952 








» a lot 
latter 
selves, 
unions 
ds that 
pe. 
visions 
1i0niza- 
onsola- 
lecision 
course 
> stage 
is value 


ee 


lanager 
Society 


ung at 
of 
lent of 
- Man- 
e mem- 
Table. 
’, staff 
’ o dey 
ccident. 
nd lost 
dential 
lanager 


in the 
- Aetna 
ith an- 
d after 


partner 
ncy of 
< City, 
as one 
players 
’s All- 
Te was 
{all of 














INSURANCE EDITION 











y 


College Grad Demand Up 


The varied activities of the Family 
Economics Bureau of Northwestern Na- 
tional Life has resulted in discovering 
that big employers are scouting college 


campuses several months ahead of 
schedule this year, because they know 
they have more jobs to offer than in 
the record-breaking 1951 and know that 
there will be fewer graduates to fill the 


jobs. 

: The annual survey of employment 
prospects by the company bureau shows 
that February, 1952, was as hectic a 
month for job interviews as April cus- 
tomarily is, with the crush of inter- 
views continuing in March. The place- 
ment officials have estimated that 50% 
or more of the male graduates this year 
are liable for military service, against 
about 25% last year. Many of the larger 
companies are disregarding military lia- 
bility and offering jobs available on re- 
turn from service. 

The report shows that starting sal- 
aries will average 10% to 15% higher 
than in 1951, running well above $300 
monthly for engineering graduates with 
commerce seniors and liberal arts grad- 
uates close to the $300 figure. 





Need for Estate Coverage 


The need for adequate life insurance 
to cover estate taxes is well illustrated 
by the situation of Chairman Wiiliam 
L. McKnight of Minnesota Mining & 
Manufacturing, who has announced he 
is selling about 20% of his stock in the 
company to avoid forced sale of the 
stock after his death to meet what he 
called “confiscatory” estate taxes. 

The estimated 200,000 shares of stock 
have a value of about $8 million. Mr. 
McKnight stated that estate taxes under 
existing laws will exceed 70% of his 
entire estate. Proceeds of tRe sale will 
be reinvested in other securities which 
could be sold to meet taxes without 
“adversely affecting the market price 
of our stock.” 





Indianapolis Schools Again 


The Indianapolis public schools in co- 
operation with local insurance men are 
getting together a booklet on the insur- 
ance business for distribution to all 
pupils in junior high schools. The book- 
let is to be one of a series of 12 de- 
scribing industries. Work on the book- 
let is done by B. B. Williams, who 
occupies the unique post of director of 
economic understanding in the school 
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system. He is cooperating with life 
and fire and casualty insurance men. 
Life members of the committee are Ed- 
ward M. Karrman, treasurer, and Har- 
secretary, of American 
H. C. Graebner, dean of 
the school of business at Butler Uni- 
versity; Hilbert Rust, vice-president of 
R. & R.; R. W. Osler, vice-president 
of Rough Notes. Representing the 
A. & H. business is Richard A. Calkins, 
president of Disability Income. 

Studies indicate that 60% of all pupils 
take such literature home and in 20% 
of the cases parents read it and in 9% 
of the cases the parents discuss the 
books with the children. 











McAndless Says Runaway 
Inflation Is Not in Offing 


A. J. McAndless, president of Lincoln 
National, told the Miami General 
Agents & Managers Assn. that he 
doesn’t see any runaway inflation in the 
offing. He said the worst inflation he 
could foresee would be a drop in the 
purchasing value of the dollar of about 
1% a year for the next 10 years. He 
cautioned that if there should be an 
end to the cold war, the United States 
may expect deflation instead of more 
inflation. 





Greeley S. Buchanan, manager of 
Phoenix Mutual and president of New 
Hampshire Assn. of Life Underwriters, 
nee at a meeting of Nashua Exchange 

lub. 


Manhattan General Agents 
Plan Big April for Lovejoy 


A $10 million sales quota set to honor 

homas E. Lovejoy, president Man- 
hattan Life, during April was bolstered 
by pledges totaling $7,175,000 from gen- 
eral agents. The pledges were made at 
a luncheon at New York City following 
talks by H. O. Seale, Jr., director of 
agencies; Vincent W. Edmondson, vice- 
president, and Wendell Buck, assistant 
to Mr. Lovejoy. 








Does NLRB Decision Alter 
NALU Settlement Pact? 





The NLRB decision that State Farm 
agents are not employes under the labor 
relations law has stirred up _consider- 
able speculation on the decision’s pos- 
sible effect on the 1949 settlement 
agreement under which National Assn. 
of Life Underwriters agreed to engage 
in no activities “characteristic of the 
activities of labor organizations.” 

If the NLRB State Farm decision 
applies to commission compensated 
ordinary agents generally, as seems ob- 
vious from the board’s opinion, it would 
also seem to negate the settlement 
agreement except as it applied to sal- 
aried industrial agent members of 
N.A.L.U. 

N.A.L.U. has never sought to act as 
a labor organization but “labor organ- 
ization activities” is such a broad and 
nebulous term that N.A.L.U. could 
operate with greater freedom if it knew 
it was not going to be harassed by at- 
tempts to show it had got over the line 
into the interdicted area. 











Here is the committee responsible for putting on the Eastern Round Table meeting 
of Life Insurance Advertisers Assn. at New York City; Seated, left to right, D. T. 
McGraw, Acacia Mutual; Seneca M. Gamble, Massachusetts Mutual; Harvey Kesmodel, 
Jr., Sun Life of Baltimore, chairman; William S. Weier, Prudential; Frederick J. Kief- 
ner, Provident Mutual. Standing, Paul Troth, New York Life; and Robert M. Mac- 


Gregor. Phoenix Mutual. 





PENSION 
ENDOWMENTS 


One of the more attractive 
and salable contracts on 
today’s market is our Pension 
Endowment. 

$10 monthly income (120 
months guaranteed). Issued 
to mature at 55, 60 and 65. 
At maturity age 65, the annual 
income is 7.9% of the cash 
value. The dollar-rate monthly 
income is $6.58 per $1,000. 
Increased insurance available 
through Family Income Riders. 


Brokerage Inquiries Invited 


LIFE 


Insurance Company 


of 
VIRGINIA 


Established 1871 
Richmond, Va. 


Robert E. Henley, President 
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ALFRED MacARTHUR 
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E. H. HENNING 


~: Vice-Chairman 


Chicago 6 


All forms of Life # Accident 6% Health 
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President 























Underwood Gamer to ion 


A group pension plan covering about 
12,000 employes of Underwood Corp. 
has been placed with Aetna Life. Un- 
derwood bears the cost of the plan, 
which entails accumulated liability of 
almost $11,500,000 for past services, 
based on employment as of Jan. 1 of 
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The annual cost to Under- 


this year. 
wood will be more than $1.6 million 
initially, of which nearly $950,000 is 


current cost and $675,000 for accumu- 
lated liability. 

The group plan is one of the largest 
placed in recent years. Payments will 
graduated and based on length of 
service. 








WRITE TODAY 


IN COMPLETE CONFIDENCE 


TO 
A. B. OLSON, 


WORLD INSURAN 


Home Office 


SALABLE POLICIES ... 


individual non-cancellable A & H 


Non-confining lifetime A & H, available 
with non-cancellable features 


Hospital expense — No age limit 
Medical and surgical expense 


All popular life insurance plans, includ- 
ing coupon investment 


A & Hand Life group and franchise plans 
LiBERAL CONTRACT... 


Vested renewals to managers and agents 
on both A & H and Life 


Top commission and renewal schedules 
Production and persistency bonuses 


PROGRESSIVE COMPANY... 


15th iargest-in A & H premium income 
$134,000,000 life in force in 7 years 
Proven agency-minded 


AGENCY VICE PRESIDENT 

















Omaha, Nebraska 


An Old Line Company with an outstanding Record 


of the Low Net Cost. 


Ins. in Force December 31, 


1951—$246,139,001. 


Agency Openings for Lutherans in 21 states. 


LUTHERAN MUTUAL LIFE INSURANCE COMPANY 


Waverly, lowa 





COMPANIES 


Union Labor's Year Bright 


Insurance in force in Union Labor 
Life increased 11% during 1951 to $350,- 
810,382. There was $35,792,950 in group 
life paid for during the year and $2,794,- 
796 in ordinary. Assets increased 16% 
to $15,301,653. Total income was $11,- 
200,330, an increase of 41%. Payments 
to beneficiaries and policyholders gained 
35% and amounted to $6,586,599. The 
company is celebrating its silver anni- 
versary. Since 1944, insurance in force 
has risen from $88 million, or more than 
400% in a seven year span. 


Becomes Columbian Mutual 


Columbian Protective Assn. of Bing- 
hamton, N. Y., which writes ordinary 
and . industrial | life insurance, and 
A. & H. lines, has now been converted 
from an assessment organization into 
a legal reserve company under the New 
York state mutual law. Its new title 
is Columbian Mutual Life. In its new 
statement it reports assets of $4,227,- 
120, surplus of $600,317, and life in- 
surance in force of more $68 
million. 








than 





Manufacturers Enters Va. 


Manufacturers Life has been licensed 
in Virginia, but until an office is opened 
in the state, the new area will be serv- 
iced from Baltimore, Including Virginia, 
the company is licensed in 14 states, 
District of Columbia and Hawaii. 


L. & C. Group for Employes 


Life & Casualty is offering 50% con- 
tributory group life to all of its field 
force and home office employes. The 
maximum is $20,000 for all categories 
and the minimum for home office and 
field clerical employes is $2,000, for 
agents is $5,000, for junior officers, 
superintendents and special agents, is 
$8,000 and for senior officers, managers, 
auditors and state supervisors the mini- 
mum is $12,000. 








Proposes Shopping Center 


A proposal for the construction of a 
large shopping center at Eighth and 
Broad street, Nashville, Tenn., has been 
submitted by National L. & A. at an 
estimated cost of $6,500,000. The area 
is considered one of the most valuable 
commercial sites in the city. William C. 
Weaver, Jr., vice-president in charge of 
investment, will superintend the project 
if it is consummated. 


Ohio State Five Star Club 


Ohio State Life has established a Five 
Star Club for full-time company agents 
with a yearly paid volume of $500,000. 
Members will be awarded a gold pin 
and each year thereafter membership 
will entitle the wearer to a diamond to 
be set in the pin until five diamonds 
have been won. 





Jefferson National Year 


Jefferson National Insurance in force 
gained 11% during 1951 to a total of 
$73,363,961. Premium income from 
A. & H. and hospitalization was $630,- 
200, a gain of 17%. Assets rose 16% 
to $8,399,274. 


Montans Bond Problem 


No takers appeared when the Mon- 
tana state examiners board recently 
prepared to open bids on the first $15 
million issue of the Montana veterans’ 
bonus bonds. Gov. Bonner said that 
Charles E. Wilson, who resigned this 
week as defense mobilizer, imposed 
credit restrictions that prevented insur- 
ance companies from buying these 
bonds. However, Gov. Bonner’s inter- 
pretation was contradicted by Com- 
missioner Holmes and _ Secretary of 
State Mitchell. Mr. Holmes said that 








Fireman’s Fund wrote that it would be 
willing to take 10% of the issue. He said 
he introduced representatives of Mutual 


Benefit 


Health & Accident to Goy, 


Bonner and they said they were con- 
sidering taking the whole issue. 

Mr. Holmes explained that the large 
life companies are bound by the credit 
restrictions but the fire and casualty 
companies are free to make such in- 
vestment. 





The entire home office force of New 


England Mutual Life was 


typed for 


blood as part of the pre-disaster prepa- 
ration program being conducted by the 
Massachusetts civil defense agency. 














” “Served your Apprenticeship”? 


If you are a good producer we have 
@ most unusual proposition fer you 
with an up-and-coming company 
in small and medium-size cities in 
indiana, Ohio, lowa, Kentucky, 
Missouri, Arkansas and Mississippi. 








A Complete Line of: 
LIFE 

Accident 
Sickness 
Hospitalization 








All replies confidential. Write to: 


J. DeWITT MILLS, 
Superintendent of Agents 


MUTUAL SAVINGS 





812 Olive St. — Arcade Bidg. St. Louis 1, Mo. 











lf Yes—We have the plan! 
If No—We have the plan and 


Write Ken Cring, Vice-Presi- 
dent and Superintendent of 
Agencies 
openings. 


LIFE ASSURANCE CO. 


Can YOU Sell 
INVESTMENT 
INSURANCE? 


the sales program that 
will teach you to sell 
top commission invest- 
ment insurance. 


about our agency 


PACIFIC NATIONAL 


Salt Lake City, Utah 





Ray H. Peterson, President 
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ACCIDENT AND HEALTH 
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Conference Winds Up Its 
Regionals at Dallas 


H. & A. Underwriters Conference 
conducted its fifth regional meeting last 
week at Dallas with 65 attending. This 
was the last regional gathering of the 
current fiscal year. 

The discussion of hospital insurance 
conducted by A. P. Dowlen, Republic 
National Life, was of more than usual 
interest to the Texas companies. They 
are especially concerned with the rise 
in hospital costs and it was indicated 


| jn the discussion that locally, at least, 


there may be a switch in the writing 
of hospitalization business so that the 
so-called extras are put on an allocated 
basis, and rates for hospitalization may 
be raised. 

Travis T. Wallace, Great American 
Reserve, discussed agency management 
problems in. A. & a Scott, 
Great American Reserve, reviewed de- 
velopments in polio insurance, and Rob- 
ert R. Neal, North American Accident, 
executive committee chairman of the 
conference, reported on conference ac- 
tivities. 

Presiding as chairmen for the meet- 
ing of the Texas and Oklahoma com- 
panies were C. C. Yost, vice-president 
of Reserve Life of Dallas, and W. C. 
Murphy, American Hospital & Life. 
Previous regional meetings have been 
conducted at Des Moines, Milwaukee, 
New York and Indianapolis. 


Kan. DISC Graduates 22 


There were 22 graduates from the 
three-day disability insurance sales 
course sponsored by Kansas Assn. of 
A. & H. Underwriters at Wichita. The 
University of Kansas extension depart- 
ment assisted in conducting the course, 
Martin Chapman of the university be- 
ing on hand and Fred Sharpe, being 
speaker at the graduation luncheon. 
Bert Clifton, Wichita manager of the 
Mutual Benefit H. A. and Mr. 
Chapman presented the diplomas. The 
graduates came from 16 towns in 
Nebraska, Colorado, Oklahoma, Texas 
and Kansas and represented 11 com- 
panies. 


LIL.A.M.A. Final Day Card 


Edwin A. Phillips, vice-president and 
superintendent of agencies of Standard 
of Oregon, and Charles J. Zimmerman, 
managing director of L.I.A.M.A. will 
speak at the final session of the A. & H. 
spring meeting of L.I.A.M.A. at Chi- 
cago April 9. 

Mr. Phillips’ talk, “Truth or Con- 
sequences,” is expected to deal with 
problems faced by the smaller company 
planning to enter the A. & H. business. 
Mr. Zimmerman will speak on “The 
Third Hazard.” 

Frank Vesser, General American, 
chairman of the A. & H. committee, 
will preside. New committee members 
will be elected. 


Adds to Polio Benefits 


_ Farm Bureau Mutual Automobile has 
mcreased the amount of _ protection 
under its polio policies without an in- 
crease in premiums. As previously, the 
coverage is for 100% of the first $5,000 
of expense payable but there is added 
msurance on 80% of the next $5,000. 
Up to $100 out of the second layer of 
coverage may be used for braces and 
similar equipment. In the past there 
was no provision for such coverage. 


Give DISC at St. Louis 


A three-day disability insurance sales 
course was conducted by Washington 
University at St. Louis this week in co- 
operation with St. Louis A. & H. Assn. 

Harry Wood, professor of manage- 
Ment at the university, a former insur- 
a executive, served as session chair- 

an. 

Speakers and lecturers, in addition to 














members of the university faculty, in- 
cluded John A. Dugan, General Ameri- 
can Life, president St. Louis associa- 
tion; William G. Coursey, executive 
secretary International association; E. 
H. O’Connor, managing director Insur- 
ance Economics Society; Frank R. Phil- 
pott, General American, St. Louis; Jay 
De Young, DeYoung-Kummerdow,Chi- 
cago; Oliver Siegmund, assistant 
secretary General American; Roy A. 
MacDonald, assistant director H. & A. 
Underwriters Conference; Carl H. Lane, 
General American; Reginald Snyder, 
American Hospital & Life, St. Louis; 
A. M. Hanson, agency supervisor 
Washington National; T. A. Rapp, dis- 
trict group manager New York Life, 
St. Louis; Leo A. Coffman, St. Louis 
manager Columbian National Life; Ray 
Macher, manager Occidental Life of 
California, and C. M. Barricklow, as- 
sistant to the vice-president of Business 
Men’s Assurance. 





Callahan Milwaukee Speaker 
Thomas Callahan, Time, director of 
International Assn. of A. & H. Under- 
writers and vice-president of the Mil- 
waukee group, spoke on “You Can Beat 


the Law of Averages” at the April meet- 
ing of the Milwaukee association. 

L. Anderson, Massachusetts Pro- 
tective, state president, announced that 
a caravan of state officers will visit lo- 
cals at Green Bay April 24, Eau Claire, 
luncheon meeting and La Crosse din- 
ner meeting April 25. 


Nine Win C.L.U. Designation 


Eight candidates who had previously 
passed all C.L.U. examinations and 
whose experience requirements were 
completed by March 21, the date of 
the midyear conferment of American 
College, have been awarded their C.L.U. 
designations. In addition, one holder 
of the certificate of proficiency also 
became eligible to exchange his certifi- 
cate for the C.L.U. designation. 

The nine new C.L.U.s are Robert 
D. Aufhammer, Penn Mutual, Los An- 
geles; Bradford S. Boothby, Equitable 
Society, Chelmsford, Mass.; Robert C. 
Brand, National ‘Life, New Canaan, 
Conn.; William W. Cutler, Jr., Equi-- 
table Society, Boston; Albert M. Fen- 
ster, Travelers, Albany, N. Y.; Frank 
K. Janson, Equitable Society, Tulsa; 
Norman K. Rosen, Home Life, New 
York City; Herbert O. Schatz, New 
England Mutual, Cincinnati, and Joseph 
O. Schubert, New York Life, Chicago. 








Zone 3 at Panama City 
Puts Glass on Credit Cover 


The agenda is announced for the zone 
3 N.A.I.C. meeting at Panama City, Fla., 
April 24-25. 

Consideration will be given to the re- 
port of a subcommittee on credit life and 
credit A. & H. insurance. This commit- 
tee has been undertaking to draft rules 
governing such business that could be - 
promulgated by the individual states. 
Then there will be considered a report 
of a subcommittee on the advisability of 
enacting the uniform A. & H. policy 
provisions law. Another matter is 
whether the application fee charged by 
A. & H. insurers should be refunded pro 
rata if the insurer elects to cancel the 
policy before it is carried a given period 
of time. 

The zone 2 meeting at Roanoke this 
week was occupied solely with fire and 
casualty matters. 


Directors of Buyers’ Group 

Harmon Anderson, Fidelity Mutual 
Life, and E. N. Gilbert, Penn Mutual, 
are among the directors of the Pennsyl- 
vania chapter of National Insurance 
Buyers Assn. just organized at Phila- 
delphia. 





Complete Group Coverage 


















The LNL representative can offer his 
Group prospects a complete line of em- 
ployer-employee benefit programs at low 
net cost. He stands ready to meet the 
prospect’s needs — whether for life, dis- 


its field men. 


The 
LINCOLN 


ability, or retirement plans. 


Lincoln National’s Group insurance 
service provides another reason for our 
proud claim that LNL is geared to help 


INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 


NATIONAL LIFE 
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AMONG COMPANY MEN 





Two Metropolitan 


Actuaries Now V.P.s 


Malvin E. Davis and Reinhard A. 
Hohaus, each of whom has been ap- 
pointed vice-president and actuary of 
Metropolitan Life, formerly held the rank 





R. A. Hohaus 


M. E. Davis 


of actuary. Mr. Davis will be in charge 
of actuarial operations relating to indi- 
vidual insurance and annuities, and Mr. 
Hohaus those relating to employer-em- 
ploye group life, A. & H. and hospital- 
ization insurance and pension programs. 
They share the distinction of being the 
only fellows of Society of Actuaries 
credited with having successfully com- 
pleted the American professional actu- 
aria! examinations in three years. 

Mr. Davis has been with Metropolitan 


since 1923 and an officer of the com- 
pany since 1930. He started as a valua- 
tion clerk in the actuarial division and 
became a fellow of Actuarial Society in 
1926. He was appointed assistant actu- 
ary in 1930, associate actuary in 1939 
and actuary in 1945. 

Early in his career Mr. Davis special- 
ized in industrial life insurance and at- 
tained recognition as an authority on 
that subject. He was a major witness, 
mostly on industrial life insurance, at 
the TNEC hearings. He is author of 
the book, “Industrial Life Insurance,” 
published by McGraw-Hill Co. He is 
a member of the board of governors of 
Society of Actuaries and International 
Congress of Actuaries. 

Mr. Hohaus joined Metropolitan in 
1921, and has been an officer since 1925 
when he became assistant actuary and 
a fellow of Actuarial Society. From al- 
most the beginning of his career with 
the ‘Metropolitan, he has been a keen 
student of trends and developments in 
old age, unemployment, health, and 
other branches of social insurance. He 
has gained widespread recognition for 
his marked success with the actuarial 
problems of group insurance. 

In 1939 Mr. Hohaus was made an 
associate actuary of ‘Metropolitan and 
actuary in 1945. He was president of 
American Institute of Actuaries 1939- 
1941. He is a member of the board of 
governors of Society of Actuaries and 
chairman of L.LA.-A-’L.C. joint social 
security committee. 





N 





Bt Beneral American 


helps you pattern 
the campaign with the 
A & S$ TAILORED PACKAGE 





A complete program in a single package. 
Makes it easy to measure your prospect’s needs 
quickly and to show him visibly how the pro- 


gram fits his income, the work he does, and 
his family situation. It’s another visual aid sup- 
plied by General American to back up the 
efforts of men in the field. 


GENERAL AMERICAN LIFE 


A MUTUAL LEGAL RESERVE LIFE INSURANCE COMPANY 
ST. LOUIS, MISSOURI 








Travelers Promotes 
Ray, Shackelford 


Travelers has promoted Waino T. 
Ray, assistant manager at Hartford, 
to manager at Portland, Ore., and 
George H. Shackelford, assistant man- 
ager at Richmond, to manager at Roch- 
ester, N. 

Stephen +. Hanscom, manager at 
Portland, Ore., has been transferred to 





Waino T. Ray G. H. Shackelford 

Newark, succeeding Chalmer C. Cox, 
who becomes superintendent of salary 
allotment sales. The company has also 
transferred Philip B. Putnam, manager 
at Seattle, to San Francisco to succeed 
Julius I. Thomason. E. Joseph Hewitt, 
assistant manager at Wilmington, Del. 





P. B. Putnam 


S. T. Hanscom 


goes to Norfolk, and Norman A. Gallup, 
group supervisor at Hartford, has been 
sent to Bridgeport, Conn. 

Mr. Ray has been with the company 
since 1947, and assistant manager at 
Hartford since 1949. Mr. Shackelford 
joined the company in 1946 at Rich- 
mond, and became assistant manager 
there in 1949. 

Mr. Hanscom joined the company 
at Boston in 1941. He was named 
assistant manager there in 1945, and the 
same year, became manager at Provi- 
dence, R. I. He moved to Portland in 
1947. Mr. Putnam went with the com- 
pany at Los Angeles in 1925. Ap- 
pointed assistant manager at Long 
Beach, Cal., in 1928, he later returned 
to Los 
to Seattle, 
in 1946. 


Angeles and then transferred 
where he became manager 


In other changes, Harold Meister has 
been appointed group supervisor, John 
street, New York City; Charles E, 
Anderson, field supervisor, Minneapolis; 
Lewis E. Ferguson field supervisor, St 
Paul; Frank S. Forsythe, service rep- 
resentative, Pittsburgh, and Marvin J. 
Grimm, service representative, Omaha, 


H. D. Hobbs Elected Head 
of American Home Life 


Harlan D. Hobbs has succeeded the 
late Charles F. Hobbs as president of 
American Home Life of Topeka and a 
number of the other officers of the com- 
pany have been advanced. Dr. W. O. 
Martin is now vice-president and medi- 
cal director, W. Homer Waters is vice- 
president agency director and Ray- 
mond F. Kolterman is secretary-treas- 
urer. Gladys Taylor is assistant 
treasurer and cashier. New assistant 
secretaries include Robert H. Pratt, 
John Harris, O. Kresie and H. Stein- 
meyer. Nolan C. Cline is agency field 
supervisor. Mr. Kolterman was elected 
a director. 








Alan Kennedy Resigns 
Northwestern Nat'l Post 


MINNEAPOLIS—Alan Kennedy, for 
many years director of public relations 
of Northwestern National Life, has re- 
signed. He has not announced his plans, 

Mr. Kennedy was president of the 
Life Insurance Advertisers Assn. in 
1948-49, He has been active in Repub- 
lican politics in Minnesota. 


G. T. Delahunty Advanced 


G. T. Delahunty, manager of the 
claim department of Republic National 
Life, has been named assistant vice- 
president and claims manager. He is 
president of Dallas A. & H. Claim & 
Underwriters Assn. and has long been 
active in International Claim Assn. and 
H. & A. Underwriters Conference. 


Names 3 Agency Assistants 


Three members of Jefferson Stand- 
ard’s agency department, Robert W. 
Neese, Ira Johnson and Wayne 
Slagle, have been named agency assist- 
ants. Mr. Johnson joined the company 
upon graduation from the University 
of North Carolina in 1950. Mr. Neese 
started with the company in 1950. He 
is a graduate of Elon College and an 
air force veteran of the last war. Mr. 
Slagle began with Jefferson Standard 
at Wilmington, N. C. in 1946 after army 
service. 


Advance with Pyramid, Ark. 


Pyramid Life of Little Rock has pro- 
moted to vice-presidents Herbert L. 
Thomas, Jr., agency director, and Wil- 
liam N. Stannus, secretary. Mr. Thomas 
is a director and a C.L.U. Mr. Stannus 
has been secretary of the company since 
1941 and with the company 15 years. 

Marvin L. Bainum was named assist- 











How a “Task-Force” Can Speed 
Action On Business Problems 


Temporary, outside counsel and assist- 
ance is often the solution when the 
pressure of administration routine leads 
to postponement of a needed manage- 
ment improvement. 


GRIFFENHAGEN & ASSOCIATES are avail- 
able as experienced specialists to work out specific 
“one-time” problems of organization or procedure 
with minimum demands on management’s time. 


GRIFFENHAGEN & ASSOGIATES 
Consultants in Management since 1911 


| CHICAGO NEW YORK BOSTON WASHINGTON 
' 


DALLAS LOS ANGELES MILWAUKEE MONTREAL 





































Califc 
vanced 
preside 
agencie. 
vice-pre 
group 
assistan 
Tallmar 
since 1 
Scott si 


4, 1952 








ter has 
,» John 
les E, 
apolis; 
sor, St. 
e rep- 
rvin J. 
maha, 


1d 


led the 
lent of 
anda 
ie com- 


| medi- 
is vice- 

Ray- 
r-treas- 
ssistant 
sistant 
Pratt, 
Stein- 
y field 
elected 


years. 
assist- 











April 4, 1952 


LIFE INSURANCE EDITION 








— 


ant agency director and B. Weise was 
appointed assistant secretary. 


White Named Service Head 


Jefferson National Life has named 
J. A. White manager of the underwrit- 
jng and policyholders service depart- 
ment. Mr. White was formerly with 
Farm Bureau Life. He entered the 
business in 1931. 


Dr. R. T. Gilchrist Retires 

Dr. Raiph T. Gilchrist, assistant medi- 
cal director of Northwestern Mutual, 
has retired after holding that office since 
1924. His first affiliation with the com- 
pany was in 1912 when he became an 
examiner while in private medical prac- 
tice. He served as a major in the army 
medical corps during the first world 
war. 





Changes for Life of Ga. 


John M. Jackson, North Carolina divi- 
sion manager for Life of Georgia, has 
been named manager of the company’s 
claims department and W. G. Morrison, 
Marietta, Ga., division manager, will 
succeed him in North Carolina. Cliff C. 
Hewett, Georgia division manager, be- 
comes director of agencies for Georgia 
and Florida. 

Mr. Jackson has been 22 years in the 
business and has headed company oper- 
ations in North Carolina for five years. 
Mr. Morrison has managed company 
business in northwest Georgia since 
1947 and has been with the company 
for 16 years. 


Becomes Colonial Executive 


Richard D. Nelson has resigned as 
vice-president of Equitable Securities 
Corp. of New York to become vice- 
president and treasurer of Colonial Life. 
He is a director of Interstate, an auto- 
mobile insurer. 


No. Central Advances Muhl 


William H. Muhl has been named 
manager of the credit insurance divi- 
sion of North Central Life, replacing 
Vernon F. Hurlburt who has been ad- 
vanced to director of agencies. 

Mr. Muhl has been in the business 
for 13 years. A former general agent 
for the company at Lincoln, Neb., he 
joined the home office staff in 1950. 


McMahon to Union Central 


_Charles W. McMahon, research as- 
sistant for Metropolitan ‘Life, has been 
elected assistant actuary of Union Cen- 
tral. Mr. McMahon joined Metropoli- 
tan in 1940 upon graduation from the 
actuarial course at the University of 
Iowa. He served in the navy. He re- 
cently has been in special work on the 
inter-company disability study. He is 
a fellow of the Society of Actuaries. 














To Higher Posts 








has ad- 


California-Western States 
vanced Leland C. Tallman, left, to vice- 


President and assistant manager of 
agencies; Neil E. Simpson, center, to 
vice-president and superintendent of the 
group sales, and Stanley W. Scott to 
assistant secretary and _ underwriter. 
Tallman. has been with the company 
since 1929; Simpson since 1946, and 
Scott since 1945. 


LIFE SALES MEETINGS 





Plan for 400 at 
Connecticut Mutual 
Education Meet 


Nearly 400 agents and general agents 
will attend an educational conference to 
be held by Connecticut. Mutual April 
8-11 at Hollywood Beach, Fla. Ray- 
mond W. Simpkin, agency vice-presi- 
dent, will be chairman for all sessions. 
The program was planned by Vincent 
B. Coffin, senior vice-president, and E. A. 
Starr and Horace R. Smith, superintend- 
ents of agencies. Chairman on arrange- 
ments is Frederick O. Lyter, agency 
secretary. 

President Peter M. Fraser will be the 
first speaker and following his talk he 
will present awards to company leaders. 
The company’s position with respect to 
institutional trends will then be dis- 
cussed by Mr. Coffin. 

On the second day the theme, “Ideas 
Which Help Me Sell a Million,” will 
be developed by a panel of Million Dol- 
lar Round Table members with E. A. 


Starr as moderator. The panel will in- 


clude Nathan I. Gordon, Cleveland; 
Frederick R. Griffin, Jr., Mollenauer 
agency, Philadelphia; Richard B. 


Hardy, Toledo; Alfred S. Howes, Gui- 
ford agency, New York; Henry Peltor, 
Grand Rapids; Robert U. Redpath, Jr., 
Josephson agency, New York; Loren D. 
Stark, Houston, and Robert H. Stedman, 
Jr., Charlotte. 


Sales Methods Panel 


A panel on sales methods with Horace 
Smith as moderator will occupy a large 
portion of the third day. Taking part 
will be Marcus H. Barr, Atlanta; Henry 
W. Bent, Jones agency, Los Angeles; 
Robert S. Caulkins, Cleveland; George 
E. Deras, Omaha; George W. Jackson, 
Indianapolis; Arthur R. Kapner, Al- 
bany; Charles F. Klefeker, Rochester; 
‘Clarence A. Ruch, Wilkes-Barre; Peter 
J. Sala, Newark; James M. Spencer, Jr., 
Grand Rapids; Gordon E. Wilson, 
Portland, Ore.; and Bernard H. Zais, 
Rutland. 

George F. B. Smith, executive vice- 
president, will close the business ses- 
sions with a talk on “Let’s Face the 
Future Together.” 


Commercial Travelers 


Leaders Meet at San Diego 


Frank W. Bland, Pacific Coast man- 
ager of The National Underwriter Co., 
advised those attending San Diego meet- 
ing of the Quarter-Millionaire Club of 
Commercial Travelers of Salt Lake City 
that.such a personal matter as death can 
be handled by the life insurance agent in 
the sales talk if he will put himself in 
the position of dying with the prospect. 
He advised the agent to say to the 
prospect rather than “if you were to 
check out of the picture” the phrase 
“some day or night you and I must die.” 
The same self-technique can be used in 
discussing retirement and old age by the 
simple device of having the agent grow 
old with the prospect, he said. This is 
also true in presenting A. & H. cover- 
age, if the agent will put himself in the 
same dilemma that he is outlining to the 
prospect. 


50 Attend Meeting 


There were 50 in attendance includin 
Rulon S. Satterfield, vice-president, oan 
Gordon A. Moyes, secretary-treasurer, 
Mr. Satterfield announced plans of the 
company to enter Hawaii in the near 
future. He presented the president’s cup 
to the Spencer-Perrin agency at Port- 





“Prepare for a rainy day... 


persistency bonus. 


= 





Here’s proverbial financial ad- 
vice which any prospect will 
gladly follow if shown the need 
and the right plan to solve it. 


If it’s possible to solve the pros- 
pect’s “rainy day’’ problem with 
life insurance, the Provident Life 
Producer finds closing the sale easier because he has the up - to- date 


plans and sales aids which enable him to provide the right plan for 


PROVIDENT LIFE & ACCI 





any life insurance need. 


- 


we, 


99 





With these plans, the agent also can prepare for a ‘“‘rainy day’’-- 
through a liberal scale of first-year commissions, nine renewals, 


service fees, a non-contributory pension plan, group insurance and a 


DENT INSURANCE COMPANY 


CHATTANOOGA 


1857... 65th Year... 195.2 
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When you need Reinsurance of any 
Casualty feature of your policies, it 
will be to your advantage to address 
us at: 


Home Office, Kansas City, Mo. 
Zone 13. 


New York Office, 107 William St. 
Zone 7. 


Chicago Office, 175 W. Jackson 
Zone 4. 


San Francisco, 114 Sansome St. 
Zone 4. 


Our response will 
be immediate. 




















A once-in-a-lifetime opportunity 
LARGE GENERAL AGENCY 


IN PACIFIC NORTHWEST 
NEEDS NEW LIFE MANAGER 


If your record stamps you as an outstanding life 
executive with a talent for organization and leadership, 
and if you are able to command in excess of $10,000 
annually, you may qualify for this key position with a 
fine all-line general agency in a great territory, repre- 
senting one of the nation’s top ten companies. 


We shall need specific information: your business 
background (past and present), education, family 
status, present earnings, age, and any other qualifica- 
tions you feel will help us make our important de- 
cision. Your reply will be held in confidence. 

Address Box K-88 


THE NATIONAL UNDERWRITER 
175 W. Jackson Bivd., Chicago 4, Ill. 











land, Ore. The most valuable agency 
award went to Corbin Fowler, manager 
at Cheyenne, Wyo. 

It was announced that during 1951, 
assets of the company increased 26.08% 
or $1,242,213. Surplus to policyholders 
was up 25.8% or $101,560. 





Colonial Honor Groups Meet 


Two of the highest honor groups of 
Colonial Life, the President’s Club and 
the Clic Club, held joint meetings at 
Atlantic City. The President’s Club 
comprises 20 of Colonial’s leading 
agents, and the Clic Club contains 15 
leading managers. 


Harris Heads Midwest Group 


At a three-day conference of the Mid- 
west Managers Assn. of Mutual Bene- 
fit H. & A. and United Benefit Life, 
A. H. Harris of Springfield, Ill., was 
elected president and T. F. Dougherty, 
Sioux Falls, S. D., secretary-treasurer. 








Manufacturers Leaders to Meet 


Manufacturers Life’s educational con- 
ference for senior production club quali- 
fiers from eastern Canada and eastern 
United States will be held June 23-27 at 
St. Andrews-by-the-sea, N. B. Western 
qualifiers will meet at Banff, Alta., the 
week of Sept. 8. 


POLICIES 


National of Vt. Issues New 
Waiver Income, Endowment 


National Life of Vermont has brought 
out a new waiver income and endow- 
ment agreement which waives premiums 
falling due during disability before age 
55 and pays a monthly income of $10 
for each $1,000 of face amount with the 
policy maturing as an endowment at 
age 65. In event of disability between 
55. and 60, premiums will be carried, 
but no disability income will be paid 
and the policy will not mature as an 
endowment. The company is continuing 
to issue its old form of disability income 
providing $5 monthly income disability. 


Attaches New Rider 


Girard Life is now issuing a family 
income rider with provision for con- 
version at any time during the premium 
paying period, which is 15, 10 and six 
years for the 20, 15 and 10 year riders. 
Conversion can be made to any per- 
manent plan for an amount not exceed- 
ing the amount which would have been 
in force under the rider at a date two 
years after conversion. The rider is 
issued with life, endowment and term 
to 65 policies for monthly income of 
$10 to $50 for each $1,000 of base policy. 

















New Colonial Endowment Plans 


Colonial Life has introduced a new 30 
payment life policy, minimum $3,000. 
Also brought out is a special New York 
juvenile 20 payment endowment at age 
85 plan available for issue at ages 0 to 4 
inclusive. Death benefits are graded to 
age 5 on the latter form. : 








Juvenile Panel at Seattle 


Fred C. Becker, Great-West Life, led 
a panel on juvenile insurance at a recent 
meeting of the Seattle managers. Par- 
ticipating were Kendrick C. Hawkes, 
Mutual Life; Delbert C. Roberts, Minne- 
sota Mutual Life; George C. Harrison, 
Canada Life, and Joseph F. Habegger, 
Northwestern Mutual Life. Harry P. 
Charlton, Sun Life of Canada, was 
chairman. 





Strom Now Agency Assistant 


Paul B. Strom has been appointed 
agency assistant at the home office of 
Aetna Life. He has been with Aetna 
at Omaha for five years and supervisor 
since 1949. He is an army veteran. 


~ 








WANT ADS 


Rates $13 inch per insertion— | Inch 
mum. ia ash wails per inch. Deadline rat 
day morning in Chicago office — 175 W. Jack. 
son Blvd. individuals placing ads are requested 


THE NATIONAL UNDERWRITER 
Life Insurance Edition 
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A Capable Man 


preferably with some Home Office admin. 
istrative experience in Group Accident and 
Sickness Insurance with knowledge of 
Underwriting and Claim proceedure fo 
. « « Special Risk Division . . . Accident 
and Health Department of a large Insur. 
ance Agency in Harrisburg, Penn., capable 
of assuming complete charge. In applying 
give outline of experience and salary ey. 
pected. All applications will be treated jn 
strict confidence. Address K-70, The Na. 
tional Underwriter, 175 W. Jackson Blvd, 
Chicago 4, Illinois. 








MEN 
CAREER AND INVESTMENT MINDED 


Small centrally located Company licensed to 
write life, accident and health and hospitaliza. 
tion is desirous of attracting a capable man o 
men with proven administrative and sales ability 
and experience to aid in expansion. 


Man or men selected will be allowed to pur. 
chase up to 40% of the capital stock. This does 
not require or involve a large sum of money, 
but the possibilities are enormous. Address K-93, 
The National Underwriter, 175 W. Jackson Blvd, 
Chicago 4, Illinois. 








ACTUARY 


To take over complete supervision of 
Actuarial Department in a central states 
mutual company with about 90 million in 
force. 


You may write in confidence, giving age, 
experience, educational background, pres- 
ent salary and other pertinent information. 


Address L-!, The National Underwriter 
175 W. Jackson Blvd., Chicago 4, Illinois 








WANTED 


Indianapolis connection as manager or in home 
office desired. Age 46, over twenty years experi- 
ence organizer and sales. Seven years N.Q.A. 
Past five years income average excess twelve 
thousand. Address K-78, The National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 








AGENCY SECRETARY 
SUPERVISOR OF FIELD SERVICE 
Can handle either or both positions depending 
on size of company. Under age 40 with 20 years 
Home Office experience. Excellent references. 
Want to join progressive life company. Address 
K-89, The National Underwriter, 175 W. Jackson 

Blvd., Chicago 4, Ill. 








AVAILABLE 


Man with over 20-years experience General 
Agency, personal production Life, Sickness 
Accident, some casualty and fire experience, 
accbunting and auditing. No objection 
travel, midwest preferred. Address K-91, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 











WANTED 


by a small Ohio Life company, young man, 
underwriter experienced in Home Office_Life 
Department and familiar with Home Office 
accounting system. Give full details, stating 
salary wanted and address. Address K-92 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 





—— 
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LIFE AGENCY CHANGES 





Prudential Shifts Pennell 
from Chicago; Heads District 
Group Office at Jacksonville 


Prudential has established a district 
headquarters at Jacksonville, Fla., to 
supervise group activities throughout 
Florida and in southern Georgia. It 
will be headed by Vere F. Pennell, re- 
gional group sales manager at Chicago. 
Mr. Pennell joined Prudential in 1916 
and has been active in group insurance 
operations since 1924. : 

Arthur D. Johnson, with Prudential’s 
group organization since 1928, recently 
at Cleveland, will be associated with 
Mr. Pennell and will handle the service 
activities. : 

Joseph B. Gatts, assistant general 
sales manager at the home office, suc- 
ceeds Mr. Pennell at Chicago. Robert 
T. Russell, associate regional sales man- 
ager of the eastern group region at 
New York since 1946, will replace Mr. 
Gatts at the home office. 

Denis W. Menton succeeds Mr. Rus- 
sell at New York. He has been asso- 
ciate sales manager of group annuities 
at Detroit since 1948. 


Bankers of Iowa Launches 
an Agency at Sacramento 


J. W. Frost has been appointed man- 
Be _.. ager of a new agen- 
cy at Sacramento, 
Cal., for Bankers 
Life of Iowa. The 
new agency brings 
to five the number 
of company agen- 
cies in the State. 
Mr. Frost has been 
agency supervisor 
in the 'Gravengaard 
agency at Portland, 
Ore. He joined the 
company in 1944 
and was _ named 
supervisor in 1947. 


—— 








J. W. Frost 





Fidelity Mutual Appoints 
Tierney General Agent 


Lawrence J. Tierney has been ap- 
pointed general agent at Reading, Pa., 
for Fidelity Mutual. He entered the 
business with Aetna Life in 1945 at 
Reading. He is a graduate of Syracuse 
University. 


McGurn General Agent at 
New Santa Barbara Agency 


Pacific Mutual has established a new 
general agency at Santa Barbara, Cal., 
naming William A. McGurn as general 
agent. 

Mr. McGurn joined the company in 
1945 in the Gilbert agency at Los An- 
geles. In 1949 he was named assistant 
director of training, and ultimately su- 
pervisor of agencies. 


Bryant Given K. C. Post 


John Hancock has promoted Merton 
K. Bryant to district manager at Kansas 
City. He was formerly regional super- 
visor in upper New York state. 





Prudential Appoints Benne 


Prudential has appointed Joseph F. 
Benne district manager at Gary, Ind., 
to succeed the late John A. Scott. 
Shortly after joining the company at 
Chicago in 1924, Mr. Benne was trans- 
ferred to Gary. He was later appointed 
staff manager at Hammond. 


Hagoort, Carino Advanced 


Nicholas Hagoort, for 3 years head 
of Prudential’s Newark district 3 of- 
fice, has been named as manager at 
Paterson 1, to succeed the late Charles 
Lehmkuhl. He has been with Pruden- 
tial since 1929. 


He will be succeeded at Newark by 
Ludwic A. Carino, staff manager at 
Paterson for five years. He joined the 
company in 1938. 





Central Standard Promotion 


Central Standard Life has promoted 
Robert V. Bramble, assistant district 
manager at Detroit, to manager there. 
Mr. Bramble has been with the com- 
pany since 1949. He entered the busi- 
ness with Washington National in 1944. 


McClusky to Eau Claire 


L. Miller McClusky, for six years an 
agent at Clinton, Ia., of Equitable Life 
of Iowa, has been appointed Eau Claire, 
Wis., general agent to succeed the late 
J. P. Chapman, who died suddenly in 
January. He is a graduate of University 
of Dubuque and a war veteran. 


David H. Gauntlett has joined the 
estate planning firm of J. D. Marsh & 
Associates, Washington, D. C., as an 
associate. He is a graduate of Univer- 
sity of Missouri and attended Harvard 
law school. 








Provident Mutual Names 
Cooke St. Louis Manager 


Mutual Life has named 
Paul G. Cooke 
manager at St. 
Louis. Mr. Cooke, 
a veteran of Pearl 
Harbor, entered 
the life insurance 
business following 
his marine corps 
discharge in 1946. 
Recalled to active 
duty in 1950, he 
was assigned as 
navigation officer 
for marine air 
group 25. He was 
recently released 
from active duty 
and appointed a reserve captain. Mr. 
Cooke has held executive offices in sev- 
eral service organizations. 


Provident 





Paul G. Cooke 





Jernigan Ups Stephenson 


Cal C. Stephenson, supervisor for the 
Paul Jernigan Kansas agency of Penn 
Mutual at Wichita, has been named 
assistant general agent. Mr. Jernigan 
suffered a heart attack some weeks ago 


and is recuperating at his home but does 
not expect to return to the office for 
some time yet. 


Alley Joins Franklin as 
Manager in Oklahoma 


W. H. Alley, Republic National Life 
agent at Tulsa, has 
been appointed re-- 
gional manager in 
eastern Oklahoma 
for Franklin Life. 
Since 1947 he has 
held the top posi- 
tion in production 
for Republic Na- 
tional in Oklahoma, 
and in 1951 ranked 
third nationally. A 
specialist in taxa- 
tion and business 
insurance, he has 
averaged more than 
$500,000 production 
a year for the past 








W. H. Alley 


15 years. 








Hermon Anderson of Fidelity Mutual 
Life and. E. N. Gilbert, Penn Mutua 
Life, were elected directors of the 
newly organized Pennsylvania chapter 
of National Insurance Buyers’ Assn. 












Perritories 


Open 


Right now there are splendid territories open with 
National Reserve Life, “in the greatest new wealth pro- 
ducing areas of the United States.” This means opportu- 


nity and profit for high type. progressive agents. Get the 


facts regarding our big expansion program now in full 


swing — and you'll want to join the constantly increasing 


numbers of men who are saying, “ 


‘m 


going forward with 


National Reserve Life — It’s the company Strong as the 


Strongest, and Enduring as Rushmore!” Write today. 





H. O. CHAPMAN, PRESIDENT 
W. E. MOORE, AGENCY VICE PRESIDENT 













Operating in one of the greatest 


NATIONAL RESERVE 
LIFE INSURANCE COMPANY 


TOPEKA * ¢ * SIOUX FALLS 


neu wealth 
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FRATERNALS 





Fidelity Life Assn. Shows 
Numerous Gains 


Fidelity Life Assn. of Fulton, IIL, 
showed a more than $2 million gain in 
force for 1951, approximately twice the 
gain of 1950 and four times the gain of 
1949. There was $750,000 more in new 
business sold in 1951 than in 1950. As- 
sets increased to more than $17 million. 
Life insurance in force moved past the 
$64 million mark. The mortality ratio 


dropped to 53.7%, the lowest in Fidel- 
ity’s history. Total cash benefits paid 
in 1951 amounted to nearly $1 million. 
Total benefits paid since 1896 have been 
more than $45 million. The net interest 
earned on investments increased to 
3.21% contrasted with 3.13% for 1950. 
The average size new adult policy paid 
for in 1951 was $2,598 as contrasted 
with $2,362, in 1950. Total income for 
the year was $2,284,747, an increase of 
$86,621. 


Modern Woodmen Sticker 


Modern Woodmen has developed a 
decal for automobile windshields of 








IF 














| Frankfort 


—-you wish to reach economic freedom 


—you wish to take your place in one of 
the greatest professions of the day 


—you wish to do your bit for your 
fellowman 


then become affiliated with a well es- 
tablished life company whose reputa- 
tion for honest, friendly service to pol- 
icyowner and fieldman is unsurpassed 
—a company standing ace-high in the 
insurance circles—a company offering 
a complete line of life insurance con- 
tracts and known the country over for 
fair, friendly dealings. 


You will find it pays to be friendly with 


PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company”’ 


Indiana 





50th Anniversary Year 


1902 





1952 


Pertinent Statistics 


Insurance In Force 
Assets 
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Over $607,000,000 
Over $144,000,000 


Benefits Paid Since Organization. .Over $ 63,000,000 


Certificate holders 


Over 423,000 


AID ASSOCIATION FOR LUTHERANS 


Legal Reserve Fraternal Life Insurance 


HOME OFFICE: 


APPLETON, WISCONSIN 





agents, collectors and members bearing 
the legend ‘Modern Woodmen Gives 
the Polio Protection Plus!” It is de- 
signed to lead to a query about the 
legend. Anyone insured by Modern 
Woodmen is automatically covered by a 
maximum of $500 polio insurance at mo 
extra cost above the regular life pre- 


Fraternalist Reaches 96 


Mrs. Emma D. Grant, 96, of Laconig 
N. H., is the latest person to outlive 
her life insurance policy. She receiveg 
a check for $1,000 from New Englang 
Order of Protection presented by Patrick 
F. Gorman, supreme warden, of the 
fraternal. 








~ NEWS OF LIFE 


ASSOCIATIONS 





Ready Program for Ohio 
Annual at Columbus in May 


The program has been completed for 
the annual convention of Ohio Life Un- 
derwriters Assn. at Columbus on May 
16-17, according to Robert H. Wessells, 
Metropolitan, chairman of the Colum- 
bus association committee. 

Speakers will be William W. Smith, 


Metropolitan, Rutherfordton, N. €.; 
John J. Sutton, Guardian Life, Oneida 
Castle, N. Y.; Frank L. McFarlane, 


Northwestern Mutual, Cleveland; Con- 
gressman John Vorys, Columbus, and 
George A. Saas, Indianapolis advertis- 
ing man. Mr. Sutton was the star of 
the life insurance motion picture “For 
Some Must Watch.” 

One of the features of the convention 
will be a dinner meeting of the Ohio 
Leaders Club at which plaques will be 
presented. 





Hold So. Cal. Sales Congress 
at Los Angeles April 9 


The Southern California sales con- 
gress will be held at Los Angeles, April 
9. Luncheon speakers will be Dr. Lee 
A. DuBridge, president of California 
Institute of Technology, on “Higher 
Education and the National Welfare,” 
and Charles E. Cleeton, Occidental Life, 
president of N.A.L.U. 

“Personal Procedures Demonstrated” 
will be the theme of one of the morning 
sessions, with John F. Howells, Jr., as 
moderator and with John M. Russon, 
Massachusetts Mutual, speaking on 
“Planning’s Price Tags”; George J. Rus- 
nak, Metropolitan Life, on “Sell Your- 
self,” and Jack Schwartz, Reliance Life, 
“Making the Telephone Work for You.” 

“Ideas for Today’s Market” is the 
topic for the other morning session, with 
Dan Flynn as moderator, and Walter L. 
McKee, Connecticut General, talking on 
“A, & H. and Hospitalization Insurance 
as It Applies to the Life Insurance 
Business”; Anthony Glynn, Mutual Life, 
on “Making Strangers into Policyhold- 
ers’; William M. Shelton, Jr., New 
England Mutual, “Life Insurance—It’s 
Your Best Property.” 

One afternoon session will be concen- 
trated on employe benefit plans, with 
Robert L. Woods, Massachusetts Mu- 
tual, as moderator. Harry R. Van Cleve 
and Richard L. Van _ Cleve, father 
and son, will have a dialogue presenta- 
tion of “Group Insurance.” Earl W. 
Beebe, National Life of Vermont, will 
speak on profit sharing plans and 
Charles C. Nalle, New England Mutual, 
on pension trusts. 

The other afternoon session will be 
devoted to estate planning, with Edwin 
G. Davies as moderator. Mr. Davies and 
two other attorneys, Leon W. Brown 
and Richard H. Forster, will discuss the 
whole subject of estate planning in a 
question and answer procedure. 

Life Underwriters Assn. of Los An- 
geles will be the host association, with 
the Kern County, Long Beach, Orange 
Belt, Orange County, Pasadena-San 
Gabriel Valley, San Fernando, Santa 
Barbara-Ventura and Santa Monica 
associations cooperating. 


Helland Gives Two Talks 


G. Archie Helland, Connecticut Mu- 
tual, San Antonio, president of Texas 
Assn. of Life Underwriters, spoke to 
the El Paso association on “Is It Worth 
$15?” He told of the work of the state 





association and of plans for the future. 
He also addressed the Abilene associa- 


tion on “Your Association, Past Accom. 
plishments and Future Objectives.” 

_ He stressed the importance of secyr. 
mg through legislative action a revision 
of the Texas imsurance laws to give 
the commissioners authority to approye 
and disapprove life policies, the enact. 
ment of an adequate insurable interes 
law and the elimination of the law 
which permits seven men to organize an 
Imsurance company with inadequate 
capital or no capital at all. 


Washington Association for 
Proposed S.S. Amendments 


Washington State Assn. of Life Un- 
derwriters has urged members to do 
something about the proposed social 
security amendments introduced in the 
current session of Congress. 

Howard C. Ries, Equitable Society 
Everett, chairman of the committee on 
law and legislation, has termed the 
amendments a new approach to setting 
up a compulsory health insurance pro. 
gram in the United States. He said, 
“Congress refused to pass the Wagner. 
Murray-Dingell bill, the Truman plan, 
and 35 or 40 similar proposals, so now 
we are faced with an amendment to the 
social security act which will embarrass 
the congressman or senator who 
poses it, because it is supposed to be 
political suicide to oppose social secu- 
rity.” 





Georgia Caravan Rolls 


Business men can beat taxation and 
at the same time increase their worth 
through key-man life insurance, Hal 
1a Nutt, Purdue University, declared at 
meetings of the Atlanta-Macon-Albany- 
Columbus sales caravan, sponsored by 
Georgia Assn. of Life Underwriters. 

Although a salary raise would com- 
pound the business man’s tax problems, 
Mr. Nutt explained that his company 
can purchase a key-man insurance con- 
tract which “will build a more solid 
foundation for the financial structure of 
his business.” It was also pointed out 
that key-man insurance can be used as 
indemnification at death; stock retire- 





High 
Where It 
Counts 
Most 


Our leading producers have 
again reminded us that Fidel- 
ity Life scores high in: 


V Training Program 

V Field Supervisory Assistance 
V Sales Aids 

V Home Office Cooperation 
V Claim Service 

V Incentive Plans 


FIDELITY LIFE 
ASSOCIATION 
Home Office - Fulton, Illinois 
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ments; pension plan funding, and sound 
accumulation for personal and business 


properties. . 

Other speakers included James E. 
Rutherford, vice-president Prudential; 
James Adams, director ordinary 


agencies Life of Georgia, and C. 
Killen, New York Life, San Antonio, © 

Luther H. Guest, manager Connecti- 
cut General Life, Atlanta, was caravan 
chairman. Local chairmen were O. C. 
Dobbs, division manager Life of 
Georgia, Atlanta; S. Bert Kinard, divi- 
sion manager Life of Georgia, Macon; 
Fred O. Darby, district manager North- 
western Mutual Life, Albany, and John 
Walden, Massachusetts Mutual Life, 


Columbus. 
Minnesota Congress Card 
Completed for April 17 


Minnesota Assn. of Life Underwriters 
has scheduled its annual sales congress 
for April 17 at Minneapolis. On the 
program are Richard Ames, Penn Mu- 
tual, St. Paul; Arthur Grangaard, Equi- 
table Society, Willmar; Gerald Patsey, 
Minneapolis; Miss Lorraine Sinton, Mu- 
tual Benefit, Chicago; Lewis Stearn, 
Northwestern Mutual, Minneapolis; 
Donald Darby, Aetna Life, Fergus 
Falls; Walter N. Hiller, Penn Mutual, 
Chicago, and Paul Chelgren, North 
American L. & C., Minneapolis. 





Stevenson at Springfield 
Association Anniversary 


Talks by Gov. Stevenson, Insurance 
Director Day, Mayor John E. Mac- 
Wherter, and William D. Davidson, 
Equitable Society and trustee of the 
National association, highlighted the 
recent 35th anniversary celebration of 
the Springfield (Ill.) Assn. of Life Un- 
derwriters. 

In a birthday message broadcast view 
an 


radio stations WCVS, WMAY, 
WTAX, Karl J. Peterson, president 
Springfield association; Kenneth L. 


Keil, president state association; Francis 
J. O’Brien, vice-president Franklin Life, 
and John Taylor, retired manager Mu- 
tual Life, sketched the history of the 
Springfield association- since its incep- 
tion in 1917, and reaffirmed its aims for 
the future. ; 

The association added to its laurels 
a trophy, sponsored by Williara E. 
North, past president state association. 
as the outstanding association in IIli- 
nois for 295%. 





Seranton, Pa.—Harry S. Peril, tax and 
business insurance specialist of New 
York Life at Harrisburg, talked on busi- 
hess insurance. 

Watertown, N. ¥.—The Northern New 
York association at its March meeting 
discussed plans for the remainder of the 
year. A nominating committee was ap- 
pointed to bring in a slate of officers 
at the June meeting. 

Nashville, Tenn.—Frank Bettger, au- 


THE 
UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 


The Whole Family 


Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 
policies our specialty. 

















& R. OEMING t. J. BAYLEY 
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thor of “How I Raised Myself from Fail- 
ure to Success in Selling,” addressed the 
March meeting. E. L. Binkley, Jr., presi- 
dent, announced plans for the participa- 
tion of the Nashville association in the 
statewide sales congress April 24. Na- 
tional Life & Accident will provide the 
auditorium for the Nashville meeting 
and Life & Casualty will sponsor a lunch- 
eon. Arrangements for the congress are 
being made by Laurie Pratt, Knoxville, 
president of the Tennessee association. 

St. Joseph, Mo.—Commissioner Leggett 
spoke on “Your Insurance Department.” 

Oklahoma City—H. P. Gravengaard, 
editor of the Diamond Life Bulletins, led 
a business insurance clinic on problems 
in partnerships and close corporations. 
Mr. Gravengaard also delivered a talk. 

Broward County, Fla.—F. Hobart Hav- 
iland, retired vice-president of Connecti- 
cut General, spoke at luncheon. The 
group has doubled its membership in the 
past year from 42 to 84, an all-time high. 

Kenosha, Wis.—Charles W. Tomlinson, 
Bankers Life, Madison, president of the 
Wisconsin association, was the principal 
speaker at the 35th anniversary dinner 
of the Racine-Kenosha association. A 
number of other state officers also at- 
tended and spoke briefly. 

Victoria, Tex.—Mrs. Irene McKay, ex- 
ecutive secretary of the Texas associa- 
tion, Austin, spoke on legislative mat- 
ters and methods being employed by 
local associations in solving their prob- 
lems. 


Schell Leads Occidental 


William D. Schell, Salt Lake City, 
took top production honors in the three- 
month production drive of Occidental 
Life of California. There were more 
than 100 prize winners in the drive, 
which was originally designed to honor 
the late Verne H. Jenkins, vice-chair- 
man of the board, who died midway 
in the campaign. Salt Lake City cap- 
tured two agency awards and its rep- 
resentatives won a total of six first 
place awards. 





Neb. Tax Hearing 
Advanced to April 23 


The date of the hearing by the 
Nebraska insurance director re- 
garding the taxability of annuity 
considerations of life companies 
originally scheduled. for April 8, 
has been advanced to April 23. It 
will be held on that date at 10:30 
a.m, in the state capitol building 
at Lincoln. 











Convention Dates é 


April 7-9, L.I.A.M.A. A. and H. spring 
conference, Drake hotel, Chicago. 

April 8-9, American Life Convention, 
regional, John Marshall hotel, Richmond. 

April 17-18, Life Insurance Advertisers 
Assn., North Central Round Table, Park 
Plaza hotel, St. Louis. 

April 21-23, Home Office Life Under- 
writers Assn., New York City. 

April 23-25, Life Insurers Conference 
Edgewater Gulf hotel, Edgewater Park, 
Miss. 

April 24-25, Society of Actuaries, May- 
flower hotel, Washington, D. C. 

April 24-25, N.A.I.C. Zone 3, Long Beach 
Resort, Panama City, Fla. 

April 27-29, Southern Round Table of 
Life Insurance Advertisers Assn., Jung 
hotel, New Orleans. 

May 5-7, L.I.A.M.A. large companies 
conference, Westchester Country Club, 
Rye, N. Y. 

May 9-10, Kansas Assn. of Life Under- 
writers annual meeting and sales con- 





gress, Wichita. 
May 18-14, Assn. of Life Insurance 
Counsel, spring meeting, 


Greenbrier, 
White Sulphur Springs, W. Va 

May 16-17, Ohio Life Underwriters 
Assn. annual convention, Deshler-Wal- 
lick hotel, Columbus. 

May 16-17, Illinois State Assn. of Life 
Underwriters annual meeting, Hotel 
Faust, Rockford. 

May 19-20, Insurance conference Amer- 
ican Management Assn., Hotel Statler, 
New York City. 

May 26-28, L.I.A.M.A. combination com- 
panies conference, General Oglethorpe 
hotel, Savannah, Ga. 

May 26-28. H. & A. Underwriters Con- 
ference annual, Cosmopolitan hotel, Den- 
ver. 
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LOMA Alumni Dinner 

NEW YORK — The Society of 
L.O.M.A. Graduates will commemorate 
its founding at a dinner meeting April 


8.at the Mutual Life home office. Prin- a Life-Time Job.” 


We 


cipal speaker will be George Johnson, 
vice-president and secretary of Teachers, 
who was instrumental in organizing the 
society. He will talk on ‘Education Is 





The Easier Way 


SELLING Income Disability insurance in 
a Life policy can be a disappointing experi- 
ence when you present the idea to the client 


before you present the client to the company. 


If the company declines to issue disability, 


the client sometimes declines the policy. 


Occidental men have learned to do it this 


easier way with these satisfying results: 


On risks which appear to qualify for disability 


coverage, they ask that Income Disability be 


added, if possible, and present the added 
benefit when they deliver the policy. Tests 
show we have issued 80% of such requests 
and agents delivered 90% of the issues. 


Thus our representatives add materially to 


their incomes with the Income Disability 


rider which Occidental has been writing 


continuously since 1921. 


A Star in the West... 


OCCIDEMTAL LIFE insurance company oF CALIFORNIA 


W.B. STANNARD, Vice President 


PAY AGENTS 


LIFETIME RENEWALS... 





- THEY LAST AS LONG AS YOU DO 





GLOBE LIFE INSURANCE COMPANY 
OF ILLINOIS 


Attractive Agency Contracts 


COMPLETE LIFE INSURANCE 
COVERAGES — AGES 0-60 


For Particulars Write Home Office 


159 North Dearborn St., Chicago 1, Illinois 


WILLIAM J. ALEXANDER, PRESIDENT 
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SALES IDEAS OF THE WEEK 





NEW HAVEN SALES CONGRESS 





Emerick Charts Detailed Course for 
Winning New Prospect's Confidence 


NEW HAVEN — Specific directions 
for inspiring confidence in the prospect, 
starting with those 
vital first 20 words 
in the first call, 
gave the New 
Haven sales con- 
gress audience more 
than its money’s 
worth in the talk 
given by Winston 
Emerick, New Eng- 
land Mutual, Johns- 
town, Pa. 

Mr. Emerick, who 
is a trustee of 
N.A.L.U., empha- 
sized the vital role 
of effective speech 
and advance preparation no less thorough 
than an actor’s. He recalled that a sur- 
vey of New York and Chicago agents 
indicated they thought fear was by far 
the greatest obstacle to their success. 
While fear can not be entirely eliminated 
it is very largely removed when the 
agent knows exactly what he will say 
and how he is going to say it. 


“Of Tremendous Importance” 


“The approach is of tremendous im- 
portance,” he said. “It is used to sell 
the interview. Make it a great occasion. 
Put all your physical and _ personal 
attributes on dress parade before the 
prospect.” 

Mr. Emerick recalled asking Grant 
Taggart, the famed million-dollar pro- 
ducer of California-Western States Life 
at Cowley, Wyo., to what he attributed 
his success. Mr. Taggart replied, “Make 


Winston Emerick 





every occasion the great occasion, for 
you know not when someone is measur- 
ing you for a higher place in life.” 

While it has been said that the first 
20 words of the approach are the most 
important the agent will ever speak to 
the prospect, Mr. Emerick pointed out 
that before he even utters these words 
the agent has gone far in creating a 
favorable or unfavorable impression by 
his appearance. 

Clothing should be inconspicuous so 
as not to distract. 


Smile Eases Tension 


“Of all the things you wear, your 
expression is the most important,” said 
Mr. Emerick. “Smile! A smile eases 
tension.” 

He told of a jury that awarded $20,000 
to a small boy whose face was para- 
lyzed by a live wire so he could smile 
only on one side of his face. “If a 
smile is worth $20,000 after you have 
lost it, it is a very valuable asset while 
you still possess it,” he observed. 

Mr. Emerick’s soliciting is mainly 
on the program basis. A typical opener 
that he uses is: 

“Mr. Walters, I have no idea you 
are interested in life insurance. It is 
probably the farthest thing from your 
mind, but a mutual friend of ours 
thought you would be interested in a 
service which I completed for him. He 
said you were the type of person I 


w to meet because you have a 
sensem esponsibility to your family 
and were tasy to talk with. 


“Mr. Walters, I find that about 80% 
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Provides Its Underwriters — 
@ Generous First-year Commissions 
@ Full Renewals to the 5th Year 

Group Life-Accident-Health Protection 

A Life income Pension Plan 

Prize-winning Sales Helps 

A FULL Sales Kit, Including Life, Accident, Health, 
Hospitalization, Group Life, Group A & H, Salary 


Managerial Openings in Newly-opened Midwestern Territory. Write 
Direct to Home Office; L. J. Myklebust, 940 Des Moines Bidg., Des 
Moines, lowa. 


NORTHERN LIFE 
INSURANCE COMPANY 


D. M. MORGAN, President 
Heme Office: Northern Life Tower 


Issued together at a substantial saving, 
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Established 1906 


Seattle, Washington 
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of the people I call upon do not know 
everything they should know about the 
insurance they now own, let alone buy- 
ing any additional. For instance, your 
insurance can be increased by as much 
as 31% and have definite income tax 
advantages by the use of certain privi- 
leges in your policies. Here is what I 
mean.” 

He then shows the prospect a sample 
program. 

Perhaps as good an approach as any 
today is the fact that there is no way 
whereby a man of moderate means can 
create an adequate estate for his family 
under the present tax laws except 
through life insurance. This being true, 
being insurable is a priceless possession. 

In the actual sales interview, which 
should be held under favorable circum- 
stances, the agent should speak slowly, 
Mr. Emerick said. 

“People instinctively give careful at- 
tention to, and tend to believe the in- 
dividual who speaks slowly and de- 
liberately,” he said. “For some reason, 
slow, deliberate speech has always been 
associated with deep thinking. 


Sprinkle Sales Talk with Pauses 


“We should sprinkle our sales talks 
with pauses. There comes a time in the 
interview when silence is golden. When 
we have told our story we should stop 
talking and let the prospect think. 
How many times we talk ourselves out 
of a sale! We think we must talk and 
the things we say are unorganized and 
they confuse the prospect’s thinking. 
Pauses also give us a chance to gauge 
how the interview is going.” 

Just as television has enhanced the 
sales appeal of radio, so will visual 
sales material assist the spoken word, 
Mr. Emerick pointed out, adding: 
“Someone has said that a Sears Roe- 
buck catalogue is the best piece of visual 
sales material, while a rate-book is 
the worst.” 

Men like to be told what others are 
doing, so use the phrase, “Men tell me,” 
Mr. Emerick advised. People like to be 
appreciated so it is advisable to listen 
attentively to the prospect and to com- 
ment favorably about what he has said. 
This should be sincere. Also, don’t be 
afraid to become enthusiastic and even 
excited, for “you have something to 
get excited about.” 

Finally, there must be motivation or 
the sale isn’t made, for it is at the peak 
of emotions that men make decisions, 
said Mr. Emerick. 








VA and Defense Department 
Disagree on Premium Waiver 
WASHINGTON — Veterans admini- 


stration and defense department have 
not been able to agree on procedures 
with respect to waiver of premium on 
GI permanent type insurance covering 
pure insurance risk involved. 

So far, it is reported, under the serv- 
icemen’s insurance act of 1951,. insureds 
pay full premium, but at the end of a 
stipulated period they are eligible for a 
refund. 

A pending proposal would set up a 
permanent or stationary premium for 
one year that would “even out” on the 
waiver, taking into account reserve re- 
quirements. Under such a plan provision 
could be made for payment of premium 
through allotments from pay. 


Awards Four Scholarships 


University of Connecticut at Storrs 
has awarded four scholarships to under- 
graduates as the result of a grant of 
$5,000 by New York Life to further life 
insurance study. The university is plan- 
ning a program of visiting insurance 
speakers. An additional grant will be 
made to enable some of the younger 
agents to attend the summer confer- 
ences on insurance held at Storrs. 


Arthur Agency Gains 100%, 


Business for the first two months for 
the Arthur agency for Kansas City Life 








at Tampa, Fla., was up 100% over the 
same period last year. The actual gain 
totaled over $1 million. C. W. Arnold 
vice-president and superintendent 9 
agencies, congratulated Mr. Arthur op 
the agency’s achievement. 


|| ACTUARIES 


CALIFORNIA B 


COATES, HERFURTH & 
ENGLAND 
CONSULTING ACTUARIES 
San Francisco Los Angeles 
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ILLINOIS 


CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 























Harry S. Tressel & Associates 
Certified Public Accountants 
and Actuaries 
10 S. La Salle St., Chicago 3, Illinols 
Telephone FRanklin 2-4020 


H 8. Tressel, M.A.1.A. 
‘ Wa. H. Gliilette, C.P.A. 

W. P. Kelly 

Robert Murray 














INDIANA & NEBRASKA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 














MICHIGAN 


ALVIN BORCHARDT 
Consulting Actuaries 
76 West Adams, Detroit 26, Michigan 
Phone WOedward 1-9515 




















NEW YORK 


Consulting Actuaries 
Auditors and Accountants 


Welfe, Cercoran @& Linder 
110 John Street, New York, N. Y. 

















PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 


PHILADELPHIA 








THE BOURSE 











VIRGINIA & GEORGIA 


BOWLES, ANDREWS & 
TOWNE 
Consulting Actuaries 
Employee Benefit Plans 
RICHMOND e ATLANTA 
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Four Cesades of Progress 


- An all time high in new sales, 
$116,000,000 in 1951 (Includes 
re-instatements and revivals) 

. Half a billion dollars of insur- 
ance in force 

- Complete mutualization 

. The completion and occupancy 
of our new $3,000,000 Home 
Office building. 


There's +¢ Reason 
WE HAVE: 


A. A WELL-TRAINED SALES ORGANIZATION 
B. ARMED WITH EXCELLENT SALES TOOLS 
and 
HIGHLY COMPETITIVE SALES MERCHANDISE 
C. A LIBERAL COMPENSATION PLAN . . . PLUS 
1. Free Hospitalization 3. A Non-Contributory Pension 
2. Group Insurance up to Plan 
$6,000 4. Disability Benefits 
The progress of Pan-American Life Insurance Company is meas- 
ured by the ability and success of its agency organization. 
Our 238 Junior and Senior Dynamo Club Members averaged 
over $350,000 of Ordinary Life business during 1951 


For Information Address 
CHARLES J. MESMAN 
Superintendent of Agencies 
PAN-AMERICAN 
LIFE INSURANCE CO 
NEW ORLEANS, U.S.A. 







CRAWFORD H. ELLIS 
President 


EDWARD G. SIMMONS 


Executive Vice-President 


KENNETH D. HAMER 
Vice-President & Agency Director 



























Life 
IV] Health 

lv] Accident 
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lV] Group 
lV) Salary Savings 
lV) Franchise 
VV Wholesale 
[Vv] Medical and Surgical Vv] Brokerage 


Reimbursement 








VV) Reinsurance 






Registered Life Protection 


Republic National 


Life Insurance Company 


Theo. P. Beasley, President Home Office: Dallas 


Life insurance in force exceeds $360,000,000.00 
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YOUR CLIENTS 
DESERVE THE BEST 





Complete Coverages in— 


e LIFE INSURANCE 
e ENDOWMENTS 


e ANNUITIES 
e COMBINATIONS 


LIFE - HEALTH » ACCIDENT 


e GROUP INSURANCE 
e HEALTH & ACCIDENT 
e HOSPITAL 

e POLIO 


Over 190 Service offices in the 
United States, Alaska and Hawaii 


UNITED BENEFIT 


Pre INSURANCE -2. 


HOME OF E MAHA, NEBRASK 























A Billion 
Dollars 


® 
in 


In January of this year, the Provident Mutual paid its billionth 


dollar in benefits, thereby passing another important milestone 
in its eighty-seven-year history of nationwide service. 


A billion dollars is an impressive 
figure. It becomes even more impres- 
sive when translated into terms of 
peace of mind, security and human 
values. It means financial security for 
thousands of widows and children in 
fatherless homes. It means financial 
independence and the peaceful enjoy- 
ment of declining years for those whose 
lives might otherwise end in struggle 
and frustration. It represents a bul- 
wark against emergencies; a way to 
maintain human pride and dignity in 
times of stress. 

Because we appraise life insurance 
benefits in these terms, we take a deep 
and special satisfaction in our business. 
We doubt that any other field of ac- 
tivity provides such a vast reservoir of 
real financial security for sc many 


people. 
The agents who represent our Com- 


Philadelphia, Pennsylvania 


PROVIDENT 


WUTUAL LIFE 


pany in the field know this—perhaps 
even more intimately than do we at 
the Home Office. Theirs is the vital 
responsibility of arranging these life 
insurance benefits for those who now, 
or some day will, need them. To their 
wholehearted efforts is due the fact 
that Provident Mutual’s policy owners 
increased their insurance in force during 
1951 from $1,398,600,000 to $1,447,- 
566,000, while new insurance paid for 
amounted to $113,583,000. 

The continuing growth of Provident 
Mutual and other life insurance com- 
panies is clear proof that Americans 
are “‘life insurance minded”’; that they 
understand and want the protection 
that only wise life insurance planning 
can furnish. Families who see their 
needs so realistically and provide for 
them intelligently face the future with 
confidence and courage. 


M. ALBERT LINTON, President 








of PHILADELPHIA 


















INSURANCE COMPANY 


87h ANNUAL 
STATEMENT 


As of December 31, 1951 





ASSETS 

U. S. Government Bonds . $117,788,815.37 
Other bonds . . . . 324,214,482.49 
Mortgages on realestate § —151,076,174.03 
Preferred Stocks . . .  19,336,800.00 
Common Stocks . . .  13,700,468.00 
Loans on policies. . .  23,229,980.78 
Realestate . . . .  7,606,730.24 
Cash on hand and inbanks © 5,312,476.07 
Accrued interest. . 4,793,439 

Overdue interest. . . 280,988.31 


Deferred and uncollected 
net premiums, etc. . — 5,996,776.86 


Total admitted assets $673,339, 131.71 


LIABILITIES 
Reserves for policies and 
supplementary contracts $564,613,356.11 
Dividends left with Company 20,910,461.71 
Dividends set aside for dis- 


tribution in 1952 . . — 5,605,000.00 
Premiums paid in advance ——7,238,923.08 
Policy claims. . . . 949,690.99 
Estimated taxes accrued, 
payable in 1952 . .  1,954,126.44 
Miscellaneous liabilities .  4,966,639.97 
Security Valuation Reserve —_1,115,879.00 
~ Total liabilities . . . $628,554,077.30 
Special reserve . 6,632,874.00 
Contingency reserve 


; oe ee 38,152, 180.41 
a naling te 5573,339,131.11 


A copy of the Company’s Annual 
Report, including a list of bonds 
and stocks, will gladly be sent on 
request. 











